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Greatest STYLE ( onference 


od HAT a thirst for knowledge! 
for light! 


hours, listening to, and contributing 
ideas to, the greatest style conference 
the industry ever has staged. It was 
an inspiration that will go throughout 
the length and breadth of the land in 
the next few months and aid ma- 
terially in putting over the biggest 
Fall season the footwear trade ever 
has experienced. 

The style committees of the retail- 
ers, under the able leadership of Gor- 
don McNeil of Boston, had threshed 
over the situation the previous day 
and entered the general conference 
with a fairly clear cut idea of a 
style program in mind. The open 
conference on Thursday carried 
along the work to a high point, add- 
ing emphasis and strength to the pro- 
gram. 

While most of the speakers at the 
morning session devoted their time 
to general style topics in apparel and 
kindred lines, several of them 
touched directly on shoes. It was 
noticeable that gunmetal kid was em- 
phasized strongly by several of the 
speakers as possessing tremendous 
style possibilities in the Fall and 
Winter mode. 

The meeting was presided over by 
Gordon MeNeil, representing the re- 
tailers, and by John C. McKeon, rep- 
resenting the manufacturers, each 
chairman of his respective associa- 
tion’s style committee. 

Following short talks by Mr. 
McKeon, Mr. McNeil outlining the 


What a yearning 
Literally crowded into the North 

Ballroom of the Hotel Astor, New York, April 
12, more than 1000 persons, each and every one with a 
real live stake in the shoe industry, sat and stood for 


“You cannot over-emphasize fash- 
ion,” said Gordon McNeil, General 
Chairman of the N.S. R. A. Styles 


Committees. “I advise a very close 
following of the garments’ styles. 
There should be more cooperation 
between the garment and the shoe 
people. We are improving, ’tis 
true, but there is room for much 
more improvement. One cannot 
talk too much the importance . of 
blending shoes with costume. More 
people should be made to appreci- 
ate how much better dressed they 
are if all of their accessories are in 
harmony.” 





scope of the conference, Miss Pauline S. Morgan, for- 
mer editor of Theatre Magazine, addressed the assem- 
blage on the subject of “Style Consistency.” 

The gist of Miss Morgan’s remarks centered around 
the growth of the “ensemble” idea in women’s fash- 


ions to a leading point. She re- 
viewed the tendencies in style in ap- 
parel for Fall and from them drew 
the conclusion that browns and 
blacks would be good footwear colors 
and that gunmetal would find a high 
style position during the Fall and 
Winter season. 

A. H. Geuting, president of the Na- 
tional Shoe Retailers’ Association, 
electrified the meeting with the an- 
nouncement that subscriptions to the 
amount of more than $500,000 for 
the men’s shoe advertising campaign 
had been obtained and that the cam- 
paign would begin actively in June. 
He lauded the spirit of cooperation 
in the industry which has made the 
campaign possible and predicted re- 
sults far in excess of current expec- 
tations. “The men’s shoe end of it,” 
he said, “will be only a minor detail. 
As the campaign progresses, I feel 
that it will weld the industry to- 
gether and serve as a mouthpiece for 
the trade as a whole, bringing to the 
public great shoe consciousness and 
an appreciation of the rightful place 
of footwear in our fashion world.” 

He talked at some length on the 
price situation, saying that in his es- 
timation the present advance in the 
leather market was caused by world 
economic conditions, that there is no 
indication of a recession and that 
prices probably will go even higher 
as there is a growing appreciation of 
leather quality on the part of the 
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Official Colors for 1928 
Fall Season 


MODE BEIGE—A medium beige shade 
with more of a mauve than a brown cast. 


MOCHA BISQUE—A darker beige shade 
inclined toward the brownish cast. 


SPANISH BROWN —A rich ruddy brown. 


GREGE—A dark grayish beige, lighter 
than gunmetal. 


MARRON GLACE—A shade slightly 
lighter than the Marron of last season. 


TROTTEUR TAN—A rich medium brown 
shade of coppery cast. 


JAVA BROWN—A very dark brown 
shade. 


These colors were selected by committees 
representing National Boot and Shoe Manu- 
facturers Association, National Shoe Re- 
tailers Association and Tanners Council of 
America in cooperation with the Textile 
Color Card Association of the U. S. 
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public, which will make for more careful leather selec- 


tions and consequently greater leather costs. He ad- 
jured the retailers to mark their shoes on the basis of 
the new and higher costs. 


Art in Industry 


HE next speaker, Richard F. Bach, director, of the 

Metropolitan Museum of Art, literally “stopped the 
show” with an address on “Industrial Art.” Excerpts 
from his address will be printed at greater length in 
next week’s issue of the BooT AND SHOE RECORDER. 

While scoring the shoe trade on its “lack of steadi- 
ness in the direction of style,” Mr. Bach nevertheless 
paid high tribute to the industry by asserting that it 
is showing remarkable progress in the development of 
shoe design. The trade, he said, is rapidly learning 
the value of appearance in its product. The selling 
value of shoes, as well as other commodities, he de- 
clared, lies more in appearance, in fineness of design 
and coloring than in anything else. “Shoes are, first 
of all, objects of art,” he said. He asserted that 
sooner or later the trade will be forced to establish 
a bureau of research in design for the benefit of the 
entire industry. “The public is growing more edu- 
cated,” he said, “and with that education comes an 
appreciation for good design and good taste. The 
public will force you into good design by calling a halt 
on bad design. You cannot sell badly designed mer- 
chandise at any price.” He scored the rampant style 
piracy in the trade and urged his listeners to build 
better design into their shoes, working from the in- 
side out to accomplish real art in industry. 

In an address under the title of “Fashion Coordina- 
tion,” Miss Lucy Park, of the Fashion Coordination 
Bureau, sketched the growth of the ensemble idea 
in fashion and the effect it is having on footwear. 
She paid tribute to shoe men for the splendid progress 
they have made in linking up with the other articles 
of apparel. Coordination of shoes and costume, she 
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said, does not mean an exact color match, but a reg] 
harmony. She made the point that shoes can be go|; 





on this basis, the shoe man, for instance, pointing oy; [9 


to the customer that with a beige costume a shoe tw) 





or three tones darker is a proper and harmonizing 





complement. 
Bearing directly on the coming Fall season, she 






vouchsafed the information that navy blue and black 





would lead in costume colors in the early Fall selling, 
calling for black footwear—that the brown movement 
would gain strength as the season develops. The dark 
brown shades, especially those with a bronze cast, 
she said, are expected to come into high favor in ¢o;. 
tumes calling for dark brown, bronzy tones in foot. 
wear. Dark red, developing as a costume color, will 
cali for black shoes, she said, and the dark greens, als 
coming strongly, will register a call for black as well 


as gunmetal. 
News and Style 


ESSE ADLER, chairman of the retailers’ men’s 

style committee, gave some pointed hints on how ty 
instill men with. greater shoe consciousness. On the 
direct subject of style, he said: 

“Have you ever stopped to think just how much cur. 
rent events affect style movements? Take for in. 
stance aviation and its effect on the shoe style issue. 
The papers are daily full of thrilling accomplishments 
and triumphs in the air. Subconsciously the shoe styl. 
ist who has his nose in the air for fashion news is 
influenced by the sleek, swift, racy lines of the plane 
And subconsciously or consciously he has designed 
shoes on lines that suggest this great symbol of mot- 
ern achievement—the airplane. So we have now the 
shoe of slender, gracile lines which is as much in aé- 
vance of the recent swollen balloon type of shoe a 
the airplane is in advance of the old-fashioned gas. 


inflated. blimp.” 
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Sparks from the Style 


Conference 


The S. R. O. sign was hung out before the 
style conference was fairly under way. Hun- 
dreds of additional chairs were rushed into the 
room, but many stood throughout the session, 
a tribute to the interest that Dame Fashion has 


aroused in the shoe trade. 
* oa * 


Andy McGowin, the grand old man of shoe 
retailing, belying his 80 years, received an ova 
tion when President Geuting of the N.S. R. A 
called attention to his presence at the morning 
session. Against his will, Andy had to make a 


speech at the afternoon session. 
* * * 


Gunmetal and blue moved sharply into th: 
picture for fall as high style notes. 
* * * 


The shoe trade didn’t realize the importanc: 
of design until Mr. Bach explained the situa 
tion from the standpoint of the art expert. His 
talk wasn’t in any sense highbrow, and wa 
art without a capital A, and his points wer 
clear and understandable, as well as practical 
His was a real contribution to the style con- 
ference. 
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Real Hot Stuff in Men’s 
Shoes 


The $4,000,000 men’s shoe campaign goes 
over the top—and starts in June. The first 
quota has been reached—oversubscribed. Shoe 
manufacturers and tanners cooperating nobly. 


* * * 

A strong American note was sounded—two 

new divisions of lasts emphasized—the new 

collegiate last refined to airplane lines takes 
the place of the full balloon toe. 


* * + 

American custom last, slender and shapely, 

to be the biggest selling number in high grade 
shoes. 
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* * * 


A Fall season of heavier leathers forecast— 
heavier perforations, punchings and pinkings, 
with colors, black and tan (medium to brown) 


—the darker shades to lead. bs 
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“T he Conference at Work 


T the afternoon session following a luncheon, the 

work of deciding on the official selling program 
for Fall and Winter shoes in the various classifications 
was undertaken. 

By way of introduction to this work, the veteran 
Andy McGowin, looking younger than ever, came to the 
platform and gave some reminiscences of the shoe 
trade, association work and style conferences. Mr. Mc- 
Gowin traced the growth of the N. S. R. A., of which 
he was a founder, and of the movement culminating in 
joint style conferences. The present conference, he 
said, was the best he had ever attended. 

Fraser Moffat, president of the Tanners’ Council, in 
a short address drew attention to the leather exhibits 
in adjoining rooms and explained the reason for the 


» holding of this two-day exhibit by the Tanners in con- 


junction with the styles conference. 

With the reading of the styles report on women’s 
shoes, Madame Hamilton Jeffries, style advisor of THE 
BooT AND SHOE RECORDER, was called to the platform to 
act in an advisory capacity during the discussion and to 
explain the reason, from the costume standpoint, for 
the selection of various patterns and materials in the 
women’s style program. 

The program for women’s shoes, as drafted by the 
retailers on the previous day, went through with but 
few changes, the most important being the inclusion of 
calfskin among the materials for afternoon and infor- 
mal dress shoes. This followed considerable discussion 
from the floor and platform during which it was pointed 
out that calf tanners have been developing mellow and 
soft skins which work up well in the dressier types of 
shoes which are finding a sale in various parts of the 
country. 

Considerable discussion also arose when the program 
placed gold and silver kid first on the list of materials for 
evening slippers. The consensus of opinion which came 
out of the discussion resulted in the placing of gold and 
silver kid in second place, and the substitution in first 
place of silk and bullion brocades, plain and with silver 
and gold trimming. 
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A Dress Chart for Men 


N conjunction with the report on men’s styles, a 

dress chart for men, which will be distributed 
throughout the trade, was presented by George Geuting. 
This authoritative chart of what the well dressed man 
will wear places special emphasis on shoes and hosiery, 
although including all the other articles of outer ap- 
parel. This chart, sponsored by THE BooT AND SHOE 
RECORDER, will be presented fully in chart form, which 
the merchant may use, in our next week’s issue. 


Tanners Show Their Stuff 


N innovation of style conferences, a compre- 

hensive exhibit of leather, was staged as an 
adjunct to the conference. Two large rooms adjoin- 
ing the North Ballroom of the Hotel Astor were taken 
up by exhibits of leather by twenty-eight members of 
the Tanners Council. The exhibit itself was under 
the direction of the Tanners Council and was main- 
tained for the two days of the.conference. So suc- 
cessful was it from an educational standpoint that 
the Council has decided to make it a permanent feature 
of future style conferences. 

The committee which had charge of arrangements 
for the display includes James J. Lyons, of Surpass 
Leather Co.; J. W. Greiss, of the Greiss-Pfleger Tan- 
ning Co.; A. J. Mollin, of A. C. Lawrence Leather Co., 
and F. X. Wholley, of the Keystone Leather Co. 

The firms participating in the exhibit were: 

Agoos Kid Co., Boston; Amalgamated Leather Co., 
Philadelphia; American Hide & Leather Co., Boston; 
Barnet Leather Co., New York; J. S. Barnet & Sons, 
Lynn; Barrett & Co., Newark; Castle Kid Co., Cam- 
den; John R. Evans & Co., Camden; Robert H. Foer- 
derer, Inc., Philadelphia; Greiss-Pfleger Tanning Co., 
Peabody; Hunt Rankin Leather Co., Boston; Keystone 
Leather Co., Philadelphia; A. C. Lawrence Leather 
Co., Boston; G. Levor & Co., New York; McNeely Co., 
Philadelphia; R. Neumann Co., Hoboken; New Castle 
Leather Co., New York; Ohio Leather Co., Girard, 
Ohio; Pfister & Vogel Leather Co., Milwaukee; 
Quaker City Morocco Co., Philadelphia; Robertson 
Leather Co., New York; Standard Kid Co., Boston; 
Surpass Leather Co., Philadelphia; Thayer Foss Co., 
Boston; Albert Trostel & Sons Co., Milwaukee; Geis- 
man, Musliner & Brightman, New York, and the Hy- 
grade Tanning Co. 
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Where Colors Will Be 
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Used in Women’s Shoes 


Utility or General Use—Spanish Brown, 
Trotteur Brown, Java Brown and Gunmetal. 


Formal Afternoon Wear— Mode Beige, 
Mocha Bisque, Spanish Brown, Grége, Marron 
Glacé, Java Brown and Gunmetal. 

Smart Sports Wear—Mocha Beige, Spanish 
Brown, Grége, Marron Glacé and Trotteur 
Tan. 

Evening Slippers—Beige, New Reds, Fu- 
schias, Flesh Pink, Yellow Greens and some 
Ebony—adorned with trimmings of gold and 
silver, 
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NATIONAL 


Style 


Women’s Styles for Fall and Winter 


Types for General Use MATERIALS— 


Patent. 































1. 
PATTERNS— 2. Suedes. 
3. Reptile trims and tiles. 
1. Oxford effects. 4 Kit, ea Rei rai 
2. Wider straps. 5. 
3. Strap effects. 6. 


4. Gore and buckle effects. 


Calf. 


Satin and fabrics. 


Black. 
Brown—darker shades predominating 
; oat lighter shades. 
HEELS—10/8 to 15/8 (14/8 z ee 
ee = pecan) 3. Gun metal and steel tones. 
Blue will be a prominent color in dress 


COLOR— 
LASTS—Present types. 1. 
? 


2. Brown Family (Darker tones in Suedes and Kid | HEELS—16/8 and up 
skins, running to medium and | fae ag P. 
lighter tones in Calf skins). MATERIALS— 


NOTE—This classification includes so-called corrective | with silver and gold trimming. 
footwear. | NOTE—Also satin and other fabrics for tinting. 
| é 


2. Silver and gold kid. 
3. Black and colored satin. 


Types for Dressy and Informal Wear 


PATTERNS fabrics. 


1. Strap effects. 

2. Dressy oxfords and ties. 

3. Pumps (plain and trimmed). 
4. Stepins and buckle effects. 


For Active Sports Wear 


PATTERNS—Ties and straps with brogue and 
effects. 
LASTS— LLASTS—Present type. 
Present types with a tendency toward the narrower toe, 
. 7 me?) tei 9 / 
except for the younger set. HEELS—8/8 to 12/8. 
| MATERIALS—Tans and browns and smoke 
| HEELS—15/8 to 20/8. leathers and combinations with grain and re, 
2 ; ; trimming. 
The type of the shoe should determine the shape of 
the heel. | NOTE—Riding boots are gaining in popularity. 


MATERIALS— rials and will be reflected in shoes. 

1. Kid and Calf. | 

2 Suedes. | Evening Slippers 

3. Black Patent. | PATTERNS— 

4. Reptilians. 1. Straps (including sandals). 

2. Pumps (plain and trimmed). 

COLOR— | LASTS—Present types with a tendency towar 

1. Black. narrower toe. 


| 1. Colorful silk and bullion brocades, plain : 


NOTE—As a style highlight, novelty leathers 


NOTE—Opalescent leathers will be good for trimn 
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§ HEELS 


Shoes for General Wear 


; TYPES —Lace and Blucher Oxfords—some high shves 
| —percentage varies as to type of business. 
LASTS-—Medium Broad (brogue types), Collegiate 
(narrowhed balloons), French (broad and medium 
squar effects), American custom (medium toes and 


narro\ swings). 

COLOK=—Black, tan—medium to brown, 
dency ‘oward darker shades. 

LEATI! !{RS—Calf (smooth and boarded ), grains, kids. 


with ten- 


HEELS. —Leather and rubber: 8/8 predominate. 
Informal Wear 
TYPES--Oxfords—with or without straight wing tips. 

LASTS--Medium and narrow. 


LEATH!:RS—Black calf, patent. 
Leather. 


SHOE RECORDER 





55 


lf “Winter 


Men’s Styles for Fall and Winter 


Formal Dress Wear 
TYPES—Light weights 
LASTS—Medium narrow. 
LEATHERS—Patent. 


plain toe oxfords and pumps. 


General Sports Wear 
As the standards of living are improving, footwear 
tor winter sports finds a more important place in every 
shop. All sports are on the increase—such as golf, hunt- 


ing, riding, hiking, and all outdoor activities. Heavy 
leather will prevail in this type of footwear. 
There will be a pronounced change from summer 


weights to winter weights. Heavier leathers, heavier 

soles, and heavier looking footwear will be in demand. 
Perforations, pinkings, and wing tips will be of the 

sturdier character, and much in evidence for fall. 


Juvenile Styles for Fall and Winter 


For School Wear 

PATTERNS FOR MISSES—(Sizes 2% 
Oxfords, ties and straps. 

PATTERNS FOR JUNIOR MISSES—(Sizes 11% 
to 2) and Children. Oxford and straps (Sizing of 
few high shoes). 

LEATHERS FOR MISSES—(Sizes 2% to 8): 
Smooth, boarded, patent leather and the newer 
novelties. 

LEATHERS FOR JUNIOR MISSES—(Sizes 11% 
to 2) and children: Elks, grain and smooth leathers. 


For Sport and Play 


PATTERNS—Moccasins; shield tips, plain toes and 
brogue effects. 

LEATHERS—Elkskin, boarded and smooth, combined 
with flexible soles. 


For Dress Occasions 
PATTERNS—Junior Misses (Sizes 11!4 to 2) and 
Childrens: Straps, ties and gore pumps. 
MISSES—(Sizes 2% to 8) ; straps, ties, step-in gore 
effects and pumps. 
LEATHERS—Patent (see color card for new novelty 
gore leathers). 
Junior Boys and Boys 
JUNIOR BOYS—(Sizes up to 2). Boys (sizes 2 and 


up). Follow the trend of men’s shoes, with plenty 
of sport effects and leathers, lasts and patterns. 


LEATHERS—Elkskin, grains and smooth leathers. 


to 8): 


Important Note 
Styles Notes for Wee Moderns 
. who get what they want. 

The Juvenile end of our industry was slow to change 
its terminology. It took years of effort to bring about 
a discard of the terms “Little Gents,” and “Growing 
Girls.” Size classifications of a half a century of use 
were thrown away; we now come to the use of new 
words and new thoughts, which mean a lot toward the 
progress of the Juvenile end. 

A new spirit has come into the modern juvenile depart- 
ments, windows and advertising. We now call growing 
girls “Young Moderns,” or “The Modern Miss,” be- 
cause many a sale was lost by calling them growing 
girls. The Miss from the age of twelve up begins to 
feel her own importance, and under this new title buys 
four times as many shoes as she formerly did, and her 
parents seem to go the limit. Previously she bought a 
plain Mary Jane or a broad toe Oxford, because her 
parents would not consent to style, and figured that 
utility was everything. The same thing is true of her 
Modern Little Sister. 

You cannot run a Juvenile Department today unless 
you give them all of the above, along with sizes and 
widths, and cater to them as much as you do in the 


men’s and women’s departments. 


The adopted classifications are as follows: 
Children’s sizes up to 11. 
Tunior Misses sizes 11% to 2. 
Misses sizes 214 to 8. 

Tunior Boys’ sizes 9 to 2. 
Boys’ sizes 2% to 6. 
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Here are telegraphic reports on Easter business, its vol- 
ume, color and style trends, from merchants in all sec- 
tions of the country. It will be noted that where weather 
conditions were favorable, business generally was in ex- 
cess of last year, showing that trade 1s on the up-grade. 
The strong demand for light colors, particularly Honey- 
beige is another important feature revealed by this 
survey. Colors sold well throughout the country. 








EW YORK, N. Y.—Delman, Inc.—Pre-Easter 
N business far ahead of last year. Wide di- 
versity of materials and patterns sold well. Beiges 
and tans were strong. Good demand for blue and 
gray, with special emphasis on blue. Reptiles not so 
strong. Patent sold well. Few suedes. Straps, pumps, 
ties and low cut oxfords were good. Heels run from 
14/8 to 20/8 with 18/8 French Cuban going best. 
More white being sold than last year, including white 
jade. Find it easy to sell white jade to. woman who 
wants plain white, but woman who wants white jade 


cannot be switched to plain white as readily. 
* * * 


EW YORK, N. Y.—Jesse Adler, Adler Shoe 
NAC Company—Well satisfied with our Easter 
business. Weather was good right up ‘to close of 
business Saturday night. Men bought greater pro- 
portion of tans than has been the rule lately, although 
tans are still less than 50 per cent of total volume of 
business. Medium brogue and conservative lasts in 
demand. Medium tan shade with brownish cast leads 
in tan selling. 

* * * 

EW YORK, N. Y.—John Holden, Oppenheim, 
NO Collins & Company—We did a big business 
last week, but I attribute it more to the good weather 
than to the approach of Easter. Reptiles formed 
more than 50 per cent of the selling volume. Honey- 
beige in both kid and reptile leathers outsold every- 
thing else. Firmly convinced that Honey-beige is to 
be the leading color throughout the spring season. 

* * * 
EW HAVEN, Conn.—Walk-Over Shoe Shop— 
Men’s Easter business ran 20 per cent behind 
last year, and women’s Easter business 26 per cent 
behind. Patent and colored leathers sold about 50-50 
and volume about evenly divided between straps and 
step-ins. 
cal * * 
ROVIDENCE, R. I.—F. E. Ballou Company—Eas- 
ter business was the best ever. Women’s and 
growing girls’ styles sold 80 per cent straps, 20 per 
cent gores and oxfords. Blacks ran 61 per cent and 
light colors 39 per cent. Black patent accounted for 
84 per cent; Honey-beige kid, 25 per cent; black kid, 
23 per cent; brown calf, 10 per cent; brown kid, 2 
per cent; satin, 2 per cent; black calf, 2 per cent; 





gray suede combination 2 per cent, in the week from 


April 1 to April 7 inclusive. 
* * * 


ALTIMORE, Md.—Ned G. Hess—tThis is the first 

time in quite a few seasons that we have had an 

excellent weather break. As a consequence Easter 
business was most gratifying. 
* * * 


By Harry R. Terhune, Field Editor 


J ASHINGTON, D. C.— Wonderful _ spring 
weather ten days previous to Easter had the 
desired effect of causing the retail shoe business to 
come up to the expectations of the merchants. A 
brief survey revealed marked tendencies in the vari- 
ous types of stores. The black family, with patent 
leather forming 85 per cent of the total, ran from 40 
per cent in the high grade downtown shops to 75 
per cent of the complete sales of the neighborhood 
shoe merchants. Colored kids were “Strong” to 
“Fair” in these same stores. Several of the high 
grade shops mentioned a surprising demand for rep- 
tiles. The outstanding store reporting sales of this 
particular leather was Rich, who said 50 per cent of 
sales figured in dollars were made of shoes having 
reptile leather either whole or in trimmings. Nord- 
linger’s, a representative good grade family neighbor- 
hood shoe store, on the other hand, found the black 
tendency even strongly influencing the men’s and 
children’s trade. This trend was also vouched for by 
Henry Hirsch’s downtown Family Shoe Store. Among 
the $5 and $6 stores, frantic pre-Easter calls on the 
home offices in the case of chain stores and rush or- 
ders by the privately owned stores attest to the un- 
derestimated black demand that swept the city in 
these grades. No one is worrying about the colored 
shoes now on the shelves, for the coming warm 
weather will cause these stocks to be profitably mer- 
chandised in proper procedure. 
* * * 
PARTANBURG, S. C.—Wright-Scrugge Shoe Com- 
pany—FEaster business showed a very encourag- 
ing increase over last year. Good demand for lighter 
shades of colored kid. Straps, ties and step-ins best 
in order named. Decided interest in lower heels, with 
box and low Spanish best. Demand continues good 
for blacks, patents, moires, satins and kids in order 
named. Increasing interest in longer vamps and nar- 
rower toes in better grades. 
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EASTER— 
and How 


CIICHMOND, Va.—F. W. Dabney Company—Patent 
R. leather is taking the lead. Blondes are first 
choice in colors. Heels range from 16 to 18/8. Vol- 
ume of business for week before Easter greater than 


ever before. 
* * * 


OLEDO, Ohio.—Walter Hoskin, H. M. & R. Shoe 
Company—FEaster business this year far in ex- 
cess of last year. Anticipate big business balance of 
season. Almost every type of footwear, color and 
material selling today. Blond, white, red, green, 
blue and gray selling. Genuine reptiles and imita- 
tions selling big in both black and colors. 
* * * 
AYTON, Ohio.—Theodore Gutwein—Owing to ad- 
verse weather conditions a survey has been made 
of Dayton shoe business. Department stores report 
business volume up to pre-Easter period of last year. 
Others state it was only fair. Colored kids and rep- 
tiles lead in selling with patents second. Our store 
personally reports business good, but we have been 
open only three weeks. 
* ” * 
OUISVILLE, Ky.—Boston Shoe Company—This 
year’s Easter business in women’s shoes bet- 
ter than last year by 10 per cent and 15 per cent 
better in children’s and men’s. In women’s shoes 
demand centered on honey-beige and rose-blush kid 
in built-up pumps and strap models. 
* * * 
EMPHIS, Tenn.—Henry Halle & Bro.—Nice 
increase for the week preceding Easter. Also 
good increase in March. Selling lighter weights in 
custom and brogue lasts. Few balloon toes in eight 
dollar grades. Darker tans, black and a few sport 
oxfords. Tan is 61 per cent, black 35 per cent and 
sports 4 per cent since Feb. 1. 
* * * 
T. LOUIS, Mo.—C. E. Williams Shoe Company— 
Easter business did not meet expectations due 
to unseasonably cold weather, snow and rain. Patent 
leather pumps, straps and tie patterns represented 
90 per cent of our sales Easter week. Expect greater 
eall for light colors as the weather gets warmer. 
Strongly recommend against immediate after Easter 


sales. 
* * * 


ES MOINES, Iowa.—Slade Shoe Shop—The 
weather here before Easter was cold and snowy, 
which affected our sales the last two days of Easter 
week. In spite of inclement weather we were well 
pleased with Easter business and those who bought 


did not hesitate about price. 
* * * 


ANSAS CITY, Mo.—Robinson Shoe Company— 

On account of unfavorable weather last two 
days before Easter, sales were slightly under last 
year. Black patent leads, pump effects and straps 
predominating. 
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yb ype Colo.—Harry E. Fontius—Easter busi- 
ness this year 25 per cent greater than last year. 
Pumps and ties leading in light colors. 

* * * 


EAVENWORTH, Kan.—Ochs & Medill, The Boot- 
ery—Easter business showed a 10 per cent 
gain. Black patents, pumps and straps leading. An- 
ticipate big white season. 
* * * 


HEYENNE, Wyo.—J. Wasserman Shoe Company 
—tEaster business ahead of last year. Honey- 
beige kid the leading color with ties the leading style. 


* * * 


62 UTTE, Mont.—Gamer Shoe Company—Easter bus- 

iness ran 8 per cent less than last year, due to 
bad weather. In styles, straps sold first; D’Orsays, 
second; ties, third. Patent leather sold first, with 
Honey-beige kid, second. Grays and whites were slow. 
Black kid has been going well. 


* * * 


¢ ALLAS, Tex.—Volk Brothers Company—FEaster 

business compared very favorably with year ago, 
although weather conditions were bad. Demand, in 
order of sales volume, was for light colored kid, patent 
leather, fabrics, including straw and silks. Looking 
forward to big sandal season. Also think whites will 
be fairly good. 

* * * 

TLANTA, Ga.—Edison Brothers Company— 

Easter business in the Chandler Boot Shops 
broke all records. The present tendency and imme- 
diate outlook favor patent leathers and white jade 
materials. A nice percentage of high colored kids is 
selling in our territory, as well as Indian prints. 
Pump patterns are still a feature with sandals gain- 
ing strength. 


x * * 


Ltd.—Small gain in business over last year 


MOY ORLEANS, La.—D. H. Holmes Company, 
Straps leading with 


Colored kids in big demand. 


step-ins second. 
* *” * 


HREVEPORT, lLa.—Phelps 

Easter business equal to.last year. Selling 60 
per cent colors against 40 per cent blacks. Colors 
run 50 per cent white jade, 40 per cent honey-beige 
and 10 per cent for balance. Styles run 40 per cent 
straps, 35 per cent pumps, 10 per cent step-ins and 15 
per cent oxfords. 


Shoe Company— 


* * * 


AVANNAH, Ga.—Globe Shoe Company—Easter 

volume off about 10 per cent compared with last 
year. Selling straps, first; step-ins, second, in dress 
shoes. Oxfords and then straps in walking shoes. 
Colors run white jade, first; honey-beige, second; and 
rose-blush a poor third. Patent leather is strong. 
White kid slow in starting. 


* * * 


AN FRANCISCO, Cal.—Frank Werner Company 
—Easter business 20 per cent ahead of last year. 
Best selling styles, in order named, were pumps, 
straps, ties and gore patterns. Colors, beige kid and 
white jade, first; patent leather, second; bright colors, 
third, including navy blue, powder blue, red and 
green; black kid, fourth, and reptiles, fifth. Out- 

standing feature was the demand for navy blue. 
[TURN TO PAGE 88, PLEASE] 
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Getting More Shoes Sold Right 





A New Easter Spirit 


HE greatest sales day, and the greatest selling 

week in the history of the shoe business, came 
to a profitable climax on Easter Saturday night. 
Was the weather alone responsible for it—not en- 
tirely—even though balmy weather is the most 
helpful element in business today. We have sensed 
by telegraphic contact with leading merchants all 
over this country that revival of the Easter spirit 
has come to America. 

It is difficult to write this without making it a 
homily that is not entirely trade. There is a new 
religious sweetness coming into American life. It 
could be sensed by anyone who attended any sun- 
rise service on the hill top where the great ma- 
jority of worshippers were young boys and girls 
from the age of fifteen up. 

What has brought about.this revival of the Eas- 
ter spirit? A sense of religious values contributed 
by church, by radio and even by theatrical produc- 
tions of the Easter-tide. This amazing renewed in- 
terest in a true spirit of Easter, as well as the Pass- 
over, has been noted from one end of the country 
to the other. Easter is no longer just another day 
—or Sunday. It is a new blossoming out in rai- 
ment. We may be just at the beginning of a series 
of Easters like what we had in the “gay nineties.” 

This is what we interpret as the great signifi- 
cance of this year’s Easter week. In trade it means 
a Sunday dress-up movement that makes possible 
an increased desire for more new outward gar- 
mentry. 
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Seven years ago a slump came in men’s clothing 
and shoes—every day was made, in dress, jug 
alike—there was no urge to “dress-up for Sunday,” 

If you look at the actual figures you see thit fo, 
forty-one years men purchased an average of 2.79 
pairs of shoes per man, but in the past seven years 
that has dropped to 2.16. When there was « dif. 
ference between Sunday and the rest of the wee 
in footwear, men wore more pairs of shoes. \Vhey 
all days look alike, one shoe suffices. 

There is a significance, therefore, to this new 
spirit. -Catch the spirit of a new movement in foot. 
wear and dress and you are able to sense the place 


and purpose of your store in “getting more shoes 


sold right.” 


Speak Same Color Language 


HE habits of mankind are worth studying. The 
old New England town meetings, held in April 
and October, performed a great function i) the 
orderly conduct of the communal life of its citizens. 
Why were the meetings held in April and Octo. 
ber? Because in April everything in nature began 
to grow and men’s minds naturally turned to the 
growth of town life and the problems that could be 
discussed collectively. 

In October the results of the harvest season were 
pretty well known and plans for the future could 
be made. It was the natural thing to catch the 
optimistic feeling of both April and October, and 
such enthusiasms made possible the progress of 
the town. At no other time of the year could s0 
much be accomplished collectively. 

Therefore, isn’t it quite fitting that the indus- 
tries of shoes, leather and allied products should 
meet in general industrial town meeting in April 
and October to carry on,-in mental planning, the 
major necessities calling for forethought and fore- 
sight? 

In this issue we present the results of the indus- 
try’s town meeting held in New York, not in iron- 
bound legislative restriction, but in the spirit of 
the flexible exchange of opinion by men in the 
crafts who hope to arrive at fundamentals of value 
in the making of merchandise later acceptable by 
the great American public. 

We are sometimes too prone to scoff at all meet- 
ings. We get in the mood of scoffing at collective 
effort and praising individual “hunch and guess,” 
believing that the rebel thought is better than or- 
ganized effort. 

Time is the great test in the compilation o: any 
conference committee report, and year by yer its 
acceptance here and abroad indicates that i' has 
fundamental soundness. 

The same terms, Mode Beige, Mocha Bi-que, 
Spanish Brown, Grege, Marron Glace, Tro'teur 
Tan, Java Brown and Gunmetal we will find used 
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in England, Germany and Australia, and when the 
entire world speaks the same color language, there 
is proof positive that progress is being made. 
Study this issue with that thought in mind. 


Style—Not So Fast 


TRULY-GREAT creator of styles lost all 

that he had, and more, because he was ahead 
of the times. He lacked the sense of time values 
just as much as the merchant who is always “seven 
weeks late.” 

Many a shoe style has been passed to the public 
months before its real acceptability. For three 
years now the English have been using punched 
sandals, all filled with holes. These shoes were de- 
signed to follow after the Czecho-Slovakian woven 
sandal. Primarily they represented home manu- 
facture, as against the imported article. 

It has taken three years for that type of shoe to 
get a foothold in this country, and now it has only 
made a toe touch in a few metropolitan cities. 

The delayed use of snakeskin almost broke the 
heart of the style pioneers who saw its possibility 
and plunged heavily three years ago. Fortunately 
they had enough reserves and enthusiasm to hold 
over to the golden sun- 
light of public approval 
of today. There has now 
been developed in the 
American woman’s 
mind a desire for 
snakes, reptiles and 
other creeping skins, 
and their day will be 
long in the land of the 
clicking cash register. 

Study the time value 
in everything. We have 
a condition in the retail 
business today when 
practically any pattern 
is in good style. The 
element of time in fash- 
ion is now a matter of 
color. The time for 
white is pretty definite- 
ly known, but it can be 
stretched (on both 
ends) in a large coun- 
try where summer is 
anticipated in the South 
and winter falls quick- 
lyin the North. Fall is 
Labor Day in some 
parts of the country, 
while the same calendar 
times gives to the far 
South its hottest weeks. 
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thing in the shoe business today is just that ele- 
ment of timeliness, sensing style just before its 
great popularity, getting stocked up and ready for 
profitable sale, and then a definite time-feeling as 
to when to quit buying—all these give to the mer- 
chant who studies his business, and who is close to 
the public, real opportunity for profit and prestige 
in his city or town. 

Some of the best merchants in shoes spend the 
most of their time right on the fitting floor to get 
those quick intuitions as to the timeliness of syle. 
Study time. 


Hot Style Season Approaching 


wi NY factory executive knows that volume 

means profit. Without it he is only keeping 
the wheels turning over. His overhead eats up all 
signs of gain. When he is compelled to set his 
machines to make a half dozen or a fraction of 
anything it costs him just as much as if he were 
getting ready to make a great gross. Standardi- 
zation made Ford richer than any other man on 
earth. Standardization means great volume and 
great volume means riches in any trade. But 
standardization would ruin the shoe business. So, 
what are we to do to get 
greater volume without 
standardizing? Would 
it not be sweet if occa- 
sionally a factory could 
make a run of thirty- 
six pairs all exactly 
alike? Few orders like 
that are seen around a 
shoe factory these days. 
Most of them read like 
this: “Nine pairs of 
hen skin appliqued with 
lizard and inset with ir- 
ridescent blue from 
the skies above.” Or 
“eleven pairs of hazel 
nut brown, trimmed 
with water moccasin 
and inset with real 
pearls from White 
River mussels.” Single 
pair orders are the 
bane of the factory and 
they are more in evi- 
dence today than ever 
before. Samples going 
through all the time. 
New styles popping out 
like rash on a school- 
boy in summer. Where 
will it end? Whither 
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Shot on the Run 


By HARRY R. TERHUNE 
Field Editor 





Big Returns From Little 
Gifts 


start with the Durham 
Shoe Co. and a _ testimonial 
letter from patients in the Watts 
Hospital to the president of the 
concern. 

“Mr. G. E. Isaacs—One appreci- 
ates a ‘good fit’ most any time. ‘Good 
deeds and good fits’ seem to be your 
‘long suit.’ These newspapers ‘fit’ 
and ‘fill’ a very large need. We ap- 
preciate your thoughtfulness. 

“Patients in Ward I.” 

(Signed by fourteen inmates of the 
ward.) 

For a genuine expression of good 
will, the foregoing letter can’t be 
beat. It all came about this way. 
Some time ago Mr. Isaacs was visit- 
ing a friend in the hospital, who ex- 
pressed the wish that he might have 
a newspaper each morning. In act- 
ing on this request, the thought 
came to Mr. Isaacs that the other 
patients might also like the daily 
papers, so arrangements were made 
that both the morning and evening 
Durham dailies should be delivered 
to all patients. Later, someone sug- 
gested that he cease being an un- 
known donor, so now a small sticker 
is put on each paper saying “Compli- 
ments of the Durham Shoe Co.” 
That is how the letter from the 
Watts Hospital came to be written. 

This same spirit causes the store 
to give numerous gifts to its patrons, 
large and small. There is a world 
of difference in “passing out souve- 
nirs to the trade” and “giving an 
. acquaintance a gift.” This store 
_ does the latter, and does it on a large 
scale. Twenty per cent of the an- 
nual advertising appropriation of 
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$5,000 is spent on these gifts. And 
they are gifts, not souvenirs. 

While waiting for Mr. Isaacs, I 
watched him fitting out a family of 
four girls with shoes, so was eye wit- 
ness to his methods. These girls’ 
ages ranged from about four to four- 
teen. Soon the youngest ones were 
telling their mother they wanted to 
go home, as it was taking the older 
girl considerable time to decide. 
You family shoe store men know 
what was happening at that moment. 

Three lolly-pops stilled their 
clamor instantly, then the remark to 
the mother that possibly there were 
some jump-ropes left insured peace 
while big sister was settling the mo- 
mentous style question. 

One thing loomed large while 
watching Brother Isaacs in action 
and in talking with him. It is not 
what you give, but HOW it is given, 
although he never gives away cheap 
trash. For example, most children’s 
gifts cost from seven to ten cents 
and include Webster’s School Dic- 
tionaries, with the store name 
printed on the flyleaf, writing tab- 
lets, bags of marbles, jump-ropes, 
etc. Last Christmas, an Auto Strop 
razor was presented to the men. 
These cost twenty-five cents each in 
quantities, and, of course, had “Com- 
pliments of the Durham Shoe Co.” 
printed on the box. 

Last fall, at the opening of the 
tobacco market, 1000 so-called swag- 
ger sticks were given to farmers who 
called at the store. A man had to 
be an honest-to-goodness tiller of the 
soil to collect one, too. These sticks 
were a good serviceable tapered yard 
stick, about one inch square at the 
base and two inches square at the 
top. As they had leather straps 
fastened to the tops, they proved to 









be good walking sticks. Rest as. 
sured, the store’s name was proni- 
nently branded on the sides. Here 
was a gift that would last for years, 
also one that is highly desired and 
couldn’t be had anywhere else. 

The reason for all this gift giving 
is that it builds good will, and a 
steady, substantial increase in sales 
proves conclusively that the policy 
of the house is right. 

Then, too, Mr. Isaacs has strange 
ideas regarding newspaper advertis- 
ing. He believes that when a special 
sale is advertised, it is advertised 
not only for the purpose of clearing 
out some shoes, but for building pres- 
tige. Consequently, an unwritten 
law in this store is to see that every 
customer is satisfied, regardless of 
the cost. If the shoe that one comes 
in for has been sold out while the 
sale is still in progress, any shoe of 
the same value and even sometimes 
one of a higher cost is given the cus- 
tomer without his knowledge of the 
substitution. 

























* * * 


Signs Along the Roads 


HE slogan of the F & F shoe 
store is “In the Heart of Dur- 
ham.” This is usually displayed on 
a red heart. On every one of the 
dozen concrete roads leading to town, 
are roadside heart-shaped signs bear- 
ing the store’s name and slogan. It 
is impossible for one to drive along 
without seeing them. Following the 
samé thought, the store issues 4 
good-sized, strong paper fan, 
which is printed a map of the sur- 
rounding country, with Durham in 
the center of the red heart. (n the 
subject of selling odds, G. C. Ferrell 
had this to say: 
“The time to sell short lines is 
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Ideas On How Best to Use Souvenirs, Personal Letters 
and Other Tricks of the Trade as Practised 
in the Tobacco City 
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Beye times as many customers around in ested in a shoe store is outlined fit in with what these buyers have 
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policy 


the store; then, too, they are not so 
critical and much more apt to ap- 
preciate slight price reductions.” 


* + 


Never Tell a Woman She's 
Hard to Fit 


by J. S. Thompson, manager of the 
Kinney _ store. Contractors and 
others employing gangs of men 
around Durham are furnished with 
pay envelopes by this store. As an 
inducement to the holder of the en- 
velope to come straightway to Kin- 


coming in in piece goods, dresses, or 
whatever the department may be. 
When the shoes come in, he is all 
set to sell the girls who were loudest 
in their praise of the samples. In 
this way he gets his newest shoes on 
the street in the shortest possible 


ae ney’s, an offer of a 5 per cent dis- time. Often he leaves a new shoe 
a L. VAUGHAN is in charge of count is printed on the envelope. All around the various departments 
special a. T,. Baldwin & Co.’s shoe de- who produce the said envelope when where customers may see and ex- 
ertised they pay for their shoe purchase in amine it. 


learing 
g pres- 
vritten 


partment. “Never tell them they are 
hard to fit” is what he had on his 
mind. He said: 

“Many salesmen make a serious 


the store, receive this discount. 
Students at the Duke University 
also come in for a 5 per cent dis- 


Another thing he does is to have 
a line drawing made of the new shoes 
when they are ordered. Then he 
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tremely hard foot they have to fit. 
They complain how they have been 
to every store in town and often to 
several of the out-of-town stores, be- 
fore finding their size and width. 

“As a matter of fact, I believe that 
nearly every.good store in town-could 
easily have fitted the majority of 
these people. Salesmen and pro- 
prietors of stores, in trying to com- 
pliment a customer, tell her what a 
very difficult foot she has to fit. Af- 
ter being told this for a while, she 
commences to believe it, and instead 
of being a good customer, she be- 
comes a shopper. I find the best way 
to talk to a customer of this type is 
to say, ‘Yes, you have a nice narrow 
foot, and as we specialize in fitting 
narrow feet, I am sure we can find 
your exact size and width in all of 
our new shoes.’ ” 


extra sales are made to the girls in 
restaurants and stores by taking a 
particular shoe that fills their needs 
and doing some group selling at 
regular prices. Just now the woven 
shoes are making a hit with those 
who are on their feet for any length 


of time. 
* * * 


Walking Advertisements 


OW for the department store 
angle, we have H. C. Wilker- 

son of Tilley’s. He is a cagey bird. 
All the girls in the store are boost- 
ing the shoe department, and it is 
a shame the way he puts it over on 
them. When a traveling man shows 
him some particularly attractive 
shoes, Wilkerson makes a quick 
trip around the store with half a 
dozen of the best bets under his arm, 


before the shoes arrive, no time is 
lost in getting the glad news to the 


customers. 
* * * 


The Advantage of a 
No-Sale Policy 


AYS Dan Horton of the Perry- 
Horton Co.: 

“There is nothing like taking a 
little trip around to visit other mer- 
chants in neighboring cities when 
one feels that business is off. Get- 
ting away from the store for a short 
while and talking over common prob- 
lems with kindred souls always has 
a good effect on me, for then I real- 
ize that we all must be in a good 
business, as only a good business 
would attract so many good fellows. - 

“No more sales for the Perry-Hor- 
ton store. Sales, to my way of think- 


[TURN TO PAGE 88, PLEASE] 









































NY radical develop- 
of ment in an old in- 
dustry is usually 


accepted with hesitancy. Shoe 
retailers and shoe manufac- 
turers, realizing that the wo- 
men of the country were in- 
terested in a washable kid 
finish, have responded in an unusual way to the new 
lustrous pearl finish that has so far been developed to 
the greatest degree of efficiency on kid, resulting in 
one of the most sensational demands for a new product 
of this kind that has been seen in recent generations 
in the upper leather field. 

Experiments have been going on for a number of 
years to develop a finish that combined wearing quali- 
ties, evenness of color, elasticity, luster that would be 
genuinely washable—that could be handled by the-shoe 
manufacturer as readily as other high grade upper 
leathers were. This meant that the leather must be of 
such character that it could be ironed and treed. 

The results have been unprecedented, the develop- 
ment work has shown real results, and at the present 
time there are kid leathers of this type that are stand- 
ing the test of wear and production in many shades. 

It was not easy to create a finish that was as fiexi- 
ble as the fine kid leather that it was used on, but 
finally the result was attained. 

We have looked for development work in this type of 
finish to the great chemical organizations in this coun- 
try who in many other industrial fields have been 
pioneers and real leaders in development stages. 
Strangely, the great tacquer companies, who seemed 
successfully able to produce finishes for automobiles, 
woodwork, glass, metal surfaces, etc., did not seem to 
achieve any marked degree of success with kid. ~ Their 
problems in contending with this flexible kid seem to 
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Leather Chemist Scores Over 
Lacquer Manufacturer in 


Perfecting This New Finish 
cC 





New Washable Kid is ACow 
in Staple Class 


have baffled them, and the re- 
sults obtained through using 
their material on leather have 
been unsatisfactory. 

Independent research on the 
part of competent leather 
chemists and tanning experts 
has produced results that have 
been truly amazing and remarkable. 

Improvements have been made in the production so 
that instead of these leathers (sometimes known as 
“silk kid”) being used primarily for trim or for quar- 
ters or heel covers, they are now being widely used in 
this country and in Paris for all-over shoe purposes, 
vamps, and for trim and combination. 

The leathers, too, have a novel selling appeal to the 
women for many and varied purposes. One enterpris- 
ing retailer, as a sales help, has gone so far as to write 
the customer’s name in ink on the articles that are being 
shown and then with soap and water immediately wash 
it off while the customer watches. 

Shoes have been worn for long periods of time with 
this new, lustrous, washable finish and have stood up 
with the same degree of success as to fine quality that 
good kid leather does. Shoes have been worn that have 
never been polished, but only washed with soap and 
water on every occasion for cleaning, and they have 
retained their pristine newness beyond expectation. 

Men widely versed in shoe manufacture and retail 
leather buyers, etc., have said that if this new le.ther 
could be developed in all of the wanted shades s:ason 
by season and could maintain its wearing qualities and 
the washable feature while being worn, that it was ‘heir 
belief this new finish would revolutionize the «pper 
leather tanning industry. The constant increase i: de- 
mand for silk kid indicates that it is being accept. d as 
a staple and not as a fancy leather. 
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The Road to Profit 


for the 


Independent 


Merchant 


By T. F. JAMES 





people in the shoe 
business have more 
than our share of 
troubles these days. When 
we consider the ever-chang- 
ing style situation, keener 
competition and advancing 
market. we realize that it 
will take the best of us 
to maintain our position, 
make the proper showing, 
and carry on. 
Our troubles, however, 
are not of such a serious 


Shoe Co., 


tions. 


R. JAMES, who is 

vice-president and 
general sales manager of the Brown 
does not 
among those who see the end of the in- 
dependent retail shoe merchant. 
must, however, he believes, 
stantly on the alert in order success- 
fully to meet rapidly changing condi- 
In this article he points out that 


situation will continue to 
be a factor in the shoe 
business in their vicinity. 

The things that must be 
watched in this day of keen 
competition are overhead 
and turnover—the latter 
aided by the hand-to-mouth 
buying policy that is so 
necessary at this time, to- 


include himself 


They 
be con- 


nature that we would be 
discouraged—for let us not 
forget that the problems 


the two most important things to do 
now are to reduce overhead and to speed 
up turnover by hand-to-mouth buying 


gether with concentration 
on fewer lines. If you will 
watch these things and be 


we are facing are no 
greater, nor more serious, 
probably, than those that 
were faced and solved by 


shoes. 





and by concentration on fewer lines of 


sure that you are getting 
enough for your merchan- 
dise, you need not worry 








our forefathers and others 
who have preceded _ us. 

The shoe business has ever been a style business. For 
proof let us turn to the pages of history and view some 
of the styles of footwear worn in the sixteenth century. 
Some of us would turn gray overnight, probably, if we 
had to carry a stock of such shoes as were worn in that 
period, and it has ever been the case. 

Let us face our task with the full confidence that we 
are able to cope with it, just the same as did the shoe 
men in other generations. Keen competition? Yes, we 
have keen competition, and shall always have it, but for 
that matter there has never been a time when compe- 
tition was not keen. Your troubles from that direction 
are not new. 

Unquestionably, the chain store competition, which 
includes foreign-owned departments, is becoming a 
serious factor in the shoe business every day, and 
means that you, as retailers, must trim your sails care- 
fully in order that your ship may be steered over the 
trouble reefs without disaster. 

I do not believe that the independent retailer is 
doomed to defeat, but, on the contrary, I feel that those 
who are capable and sufficiently resourceful to meet this 


about the success of your 
business. 

I have understood that there are some organizations 
in this country who claim to have their overhead re- 
duced to approximately 15 per cent. This low figure 
should not necessarily discourage you, but, on the other 
hand, should encourage you to see how near you can get 
yours to that point. 

Certainly the advancing market is not more serious 
today than it has been in the past. I started on the road 
selling shoes in 1898. At that time the price of shoes 
was advancing. Shoes advanced steadily, with a lull here 
and there in the meantime, until 1920—a period of 22 
years. Money was made in the shoe business on a mar- 
ket of that kind, and you, toc, can make money on an 
advancing market. 

I have been asked to give my opinion regarding prices 
of leather and hides. Briefly, during the war it was 
necessary to slaughter untold numbers of cattle to 
supply the millions of men under arms in Europe and 
America. This tremendous kill of cattle created a sur- 
plus of hides in this country which has had a tendency 
to hold down the prices of all leather products since 
that time, and it-has only been a year or more since it 
[TURN TO PAGE 66, PIEASE] 
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SHOES Cost 


"TEN CENTS « Day 


You Can Get Results by Reiteration of the Argument 


That Men’s Footwear is Low in Price in 


HE average man is pounding 700 tons of pres- 
sure into his shoes every day. 
less than an average of 10 cents per day for 
this extraordinary 16-hour service. 
ment statistics show that less than 3 per cent of the 
family income is spent for footwear. 
A hat, a shirt, a tie, is but one unit at a price. 
footwear is two units, each requiring a highly special- 
A pair of shoes at $8 is 


ized degree of manufacture. 


in reality $4 for one shoe and $4 for another. 
Shirts come regulariy in 


present no size requirements. 


only six sizes and perhaps two sleeve lengths. 
present a size range of only eight sizes. 

But men’s shoes require not less than fourteen sizes 
and five widths, or a total of not less than 40 pairs to 


carry proper fitting equipment. 

These facts have never been 
told to the men of America. 

Leather is a_ by-product, 
principally from beef cattle. 
During the World War with 
its enormous demands for 
beef to feed the world armies, 
the number of beef cattle in- 
creased enormously. This 
meant more hides and skins. 

When the war ceased and 
armies disbanded, the demand 
for beef fell off. Yet there 
were enormous supplies of 
raw and finished hides on 
hand—and the price was low 
—the surplus by-product of 
canned beef for the soldiers. 

Fifteen years ago there was 
one beef animal for every 
man, woman and child in the 
country. 

Today there are two people 
for every beef animal—and 
everyone knows that less and 
less beef is consumed each 
year. 

Is it to be wondered, then, 
that sole leather costs 68 per 
cent more today than a year 
ago, and upper leather 75 per 
cent more? 

These facts are supported 
by countless statistics. They 
have been published repeated- 


Comparison With Other Merchandise 


He is paying 


Reliable govern- man. 


But 


conviction. 
Neckties 


Hats 








Some More Things 
to Tell Them 


T is the contention of those who 
| are steering the proposed Four 
Million Dollar campaign to increase 
the consumption of men’s shoes that 
men, being reasonable beings, can be 
made to appreciate the fact that foot- 
wear, service considered, is not an ex- 
pensive luxury; that the well-dressed 
foot is just as important as the well- 
dressed body; that there exists the 
same necessity for frequent chang- 
ing of shoes as in the case of hose; 
that the merchant is entitled to a fair 
profit in view of his fitting service; 
and that the doctrine of shoes for oc- 
casions is applicable with equal force 
to the male and female of the species. 
They feel convinced that if men were 
told the truth about these things 
there would be an appreciable in- 
crease in the demand for footwear. 














ly in trade journals. But the public has never had the 
story. The first intimation of the situation comes to 
them in the shoe store from a partially informed sales. 


Furthermore retail merchants everywhere hesitate to 
bear the brunt of advancing their prices accordingly. 
It is unfair to put this task on the merchant. 

There is nothing like a fact, truthfully told, to carry 
The public is entitled to the facts. 

And if the whole industry, uniting in a campaign of 
education, will present these facts in a readable message 
to the consumer, the individual expense will be small 
and the benefits very large. 

Thus this big Four-Year Campaign, which started 
with a proper and sound motive to increase the con- 


sumption of men’s shoes 
through national cooperative 
advertising, now has a second 
important function to _per- 
form—that of telling the pub- 
lic why shoes cost more. 

For this new reason, in ad- 
dition to the logical reasons 
behind the campaign at its 
outset, we believe that it is 
of utmost importance that the 
shoe industry hasten its prog- 
ress in getting the campaign 
fund built up to a point where 
the advertising can start. 

Every tanner, manufac- 
turer and merchant who adds 
his name to the subscribers 
to the fund, helps to hasten 
the day when these two im- 
portant messages can _ be 
broadcast to the public. 

Every tanner, manufac- 
turer and merchant who with- 
holds or delays his subscrip- 
tion postpones the day when 
the campaign can.start and 
makes more difficult the sell- 
ing problem of each group. 

Everyone knows about the 
advancing market except the 
consumer. Now that the situ- 
ation is a fact and not an ex- 
pectation, why shouldn’t the 
story be told fully, coopera- 
tively and economically? 
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The fabric market has 
switched from printed silks 
to colorful chiffons; and, 
later on, we have the force 
of a great white season. It 
is anticipated that colorful 
shoes will precede the white 
footwear. Reds, blue, apple 
green, pale blue, multi-col- 
ored fabrics and embroi- 
deries will sweep across the 
country. Any and everything 
will be worn, but in flurries 
and short runs. The quick 
thinking merchant will an- 
ticipate his white season and 
play it wide and hard for 
six weeks 


J. L. Lancaster of the Bon Ton Shoe Store is try- 
ing out this white boot for spring in his home 
town, Winston-Salem, N. C. 
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Whites should soon begin to 
suggest themselves by nota- 
tions in advertisements and 
in window displays, and the 
thought should be broad- 
casted that the young mod- 
ern will adopt white for her 
entire costume, with neutral 
hosiery. Today the older 
woman builds her wardrobe 
from the youthful sections of 
the shops, adopting the 
themes of the younger cloth- 
ing. These she orders in her 
own size. If you would be 
successful, aim your public- 
ity drive at the young mod- 
ern and her mother will fol- 
low suit 


How Fashion Dreams Come Vrue 


By Earnest Elmo Calkins 


[In “Business the Civilizer,” a book from the pen of 
Earnest Elmo Calkins, is a chapter headed “Fashion Is 
a Wayward Hussy,” from which this article has been 
culled. Mr. Calkins paints a vivid picture of the sources 
of fashion and the paths they follow from birth to the 
bargain basement grave.—EDITOR’S NOTE. | 


STRUGGLE is going on before our eyes, one 
oA of the most interesting in the whole history 

of this remarkable force—the struggle to 
lengthen the skirt. But there is a new element present 
this time which may have a marked effect on the out- 
come. Since the last great basic change in the style, 
woman has obtained a new freedom. The war has 
opened to her wider opportunities. The vote has given 
her a position in the body politic similar to that of men. 
All changes in fashion in recent years have been toward 
greater freedom, less clothes, less hair, less to put off 
and on, less to take care of, an untrammeled life, more 
independence of thought. 

Will this new woman, who has enjoyed the new free- 
dom of fewer clothes and less of them, ever go back to 
the slavery and discomfort of earlier days? Can we 
imagine dresses that sweep the streets again? The 
present styles have everything to commend them—at- 
tractiveness, common sense, sanitation, ease, comfort. 
And a new principle has come into the designing of 
women’s clothes. Fashion no longer controls the lines 
of the figure. The lines of the figure control fashion. 
That is one reason why women’s clothes today are in- 


trinsically more beautiful than they have been for 
many years. 

The creation of a fashion is a mysterious thing, in 
spite of all the learned articles that have been written 
about it. Take this matter of skirts. It is decreed that 
they shall be longer. Who decrees? And what if 
woman doesn’t obey the decree—what then? Will they 
still be fashionable—the longer skirts, I mean? There 
is a strong opposition, much stronger and more intelli- 
gent than in the past, when, for instance, well-meaning 
people opposed the tight corset and were gloriously 
downed. Could tight lacing be the style again, if that 
mysterious somebody decreed it, or hoop skirts? Or 
has the American woman, the only large body involved, 
acquired a sense of humor along with her other mascu- 
line qualities? 

A fashion seems to be whatever, out of the ideas or 
suggestions evolved by a small body of dressmakers 
and modistes in Paris, the women are willing to accept. 
The act of creation is in two parts: the showing of new 
styles, and the acceptance by the cognoscenti among the 
fashionable world. There are many sad stories of 
abortive fashions. 

There is, of course, a trend, a something in the air, 
that the keen-minded couturiers sense, which is seized 
upon and put into various visible and tangible forms 
according to the ingenuity of the designers. And it 
may be said that the question of a new fashion is 
always before the house. These new things are then 
shown, usually in Paris on hired models, mannequins, 


[TURN TO PAGE 66, PLEASE] 





































ae 


CeBIT 


TEKS. Meee ED 








EER SPC AR NOE ANS Tie! IRAE BRE LEG TOUS 


The Road to 


BOOT AND SHOE RECORDER 





P rofit for the 


Independent Merchant 


[CONTINUED FROM PAGE 63] 


was realized that this tremendous amount of surplus 
hides and leather had been consumed. 

While this tremendous surplus of leather existed, 
between the years 1921 and 1927, it enabled us to sell 
shoes on a lower basis than that of any other .com- 
modity or article of wearing apparel, but at the present 
time it is evident that shoes are to seek their natural 
level along with other things of necessity, regulated by 
the supply and demand. 

We know that the supply of hides is no greater than 
it was in 1913, as statistics show that in 1913 the num- 
ber of cattle in the United States was approximately 
the same as that which existed in this country during 
1927 (about 36,000,000). We also know that the popu- 
lation of the United States in 1913 was approximately 
96,000,000, while in 1927 it was 120,000,000. 


HESE facts show us that we have about 25,000,000 

more people to shoe with herds that have not in- 
creased for fifteen years. It was formerly possible for 
us to draw upon South America for larger quantities of 
hides than is possible today, because of the fact that 
foreign countries are bidding against us in this market 
more strongly than ever, and while hides from foreign 
countries are admitted duty free into the United States, 
it has not relieved the situation perceptibly. 

Then let us not forget the fact that there are more 
people living in the cities each year and fewer residents 
on the farm, thereby lessening the possibilities of rais- 
ing more cattle and increasing the demand for the 
finished product of leather. 

Let me predict that we shall face a steady, strong 
leather market probably for years to come and that 


higher prices may be expected, and the condition we 
are now facing will probably be a permanent and |::st- 
ing one, at least until some substitute for leathe) js 
found; therefore, you cannot figure on any recessio) in 
this market, and in my opinion you may arrange \ our 
prices accordingly. 


How Fashion Dreams 
Come ‘True 


[CONTINUED FROM PREVIOUS PAGE] 


who parade at places where smart people gather, and 
a certain portion of the suggestions register. 

At these gatherings, usually the Sunday races, there 
are present an army of dressmakers, designers, cloak 
and suit makers, fashion writers, who not only take 
notes on the new styles but notes of their effect. 

The acceptance of a new style depends on its origi- 
nator, some of the couturiers having more authority 
than others, and the temper of the fashionable and 
wealthy women who are the first to adopt any new style. 
A peculiar quality of a style is that popular success is 
fatal. The whole purpose of a new style is to enable a 
small group to keep ahead of the world at large; and 
this is becoming increasingly difficult in our country, 
where the manufacturers of women’s garments are get- 
ting closer and closer to the exclusive dressmakers and 
nearer and nearer to the Paris fashions in point of time. 

















[he Trend of Hide Prices 
Packers Packers Packers 
Week Heavy Branded | Heavy Texas| Chicago City 
Ending Native Steers Cows Steers Calf Shins 
eee 24 22 24 244-82 
ae... 231, 22 23 24-82 
SE... Js... 231 22 23 24 -30 
March 3 23 21 2214, 22 -28 
March 10 23 21 221%, 21 -29 
ae... .:.... 23 21 22Y, 23 -30 
March 24 24 221, 231, 24 -30% 
March 81......... 25 24 241, 25 -30 
Re i: 25 24 241, 26-32 
Bate 13% 14% 1444-18% 
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Dealers! 


This is the one 
outstanding sandal 
of the season as 
advertised for May 
and June selling 


in full color in the 





April issue of 
PHOTOPLAY. 


This shoe was pat- 
ented on March 
13, 1928, and 
bears the patent 
number 74,655. 
For your further 
protection it may 
be sold by only 
one merchant in a 


town. 


The popularity of 
this sandal is as- 





sured. Coupons 
are pouring in at 
the rate of 200 
daily. 2371 in- 
quiries received to 


date from _ this 
With that look i an her eye, it is obvious that the Blonde Preferred intends ! 
~ to wheedle out of her next victim a whole wardrobe of SWISH Sandals in page. 
colors to match every frock. gt arb BES IE it is some conso- 
lation to learn that these Heirs- Apparent to last season’s Deauville sandals 
cost only $8.50 a pair. @, The reason SWISH Sandals are pre- SWISH patented san- 


shy eaten tad artire dals to retail at $8.50 made 


Boter ete «the natural curves of your foot Tsheel ~ up to your order in any color 


teak me) ee podeaeey “ft bi ‘ 
| ts fines of sacri pe of the combination. 


| Tus aaa 
identifies shues me 


Four Styles Patent Washable Cloth 


22/8 heel PUMP short vamp . $4.55 $4.80 
14/8 heel PUMP square toe . 435 4.60 
19/8 heel Fascenette ONE STRAP short vamp 4.75 5.00 
14/8 heel Fascenette ONE STRAP short vamp 4.55 4.80 


Honey Beige, White, White Jade, Rose Blush, Red, Green, Blue, Gray, Patent, in combinations. 


THE MUNROE SHOE CO., Inc. 139 Lincoln St., Boston, Mass. 


Factory at Auburn, Maine 
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She ARCH MOULDED COUNTER 4 
wan ARCH-TONIK SHOES 


S78 nia Heel. | makes them quick first sellers and sure repeat 
EEE 4 to 9 sellers. Examine the illustration above. It is a 
phantom drawing of a shoe made to show our 
specially designed arch-moulded counter. This 
counter is so made that it fits snugly under the 
inside of the arch and gives easy and elastic 
support. 
Further—it gently prevents the inward roll of 
the foot in cases of weak arches—a most desir- 
able means for preventing further dislocation 
and the resulting discomfort. 
Around this unusual counter have been assembled 
all of the better known features of corrective 
Wos. Patent ‘Seem Tie. footwear. 
ee 4 Tie — re-inforced cottage shanks — combination 
Bc D Bans asts with ample room where needed, and snugly 
wie led fitting at the heel—carefully regulated heel heights 
with rubber tops—genuine kid quarter linings— 
fine kid and patent leather uppers. 
All these would seem to be enough to make any 
corrective shoe a lively seller. But wait! The 
trim, graceful lines of Arch-Tonik Shoes. will 
astonish you in a $5 seller. There are smart 
strap and oxford patterns whose slim lines actually 
do conceal every vestige of their orthopedic con- 
struction. And they are GOODYEAR WELTS. 
We can say no more. If your wholesaler cannot 
show you ARCH-TONIK shoes, send for one or 
a dozen pairs from stock. Compare the shoes 
with the best corrective five dollar shoe you ever 
saw. Take notice of the profit margin. There 
can be but one answer. 


No. 3440 
Wos. — Chrome Tie. 


If your wholesaler can- 
not show you ARCH- Devine & Yungel ARCH-: 
TONIK SHOES, write TONIK SHOES are in stock 


us direct. for immediate delivery. 


DEVIN = GOODYEAR. 


z WELTS 
©YUNGEL “Retailer 


SHOE MFG. CO. HARRISBURG, PA. 
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FALL COLORS 


NACO CALF 
WEILDA CALF 
ABBO CALF 
LAWRO CALF 
ALANAC 
NUBUCK 
BLACK DIAMOND 
PATENT 
LEATHER 


Our Fall 1928 lines of 

these leathers were pre- 

sented to shoe manufactur- 

ers and retailers at the Joint 

Style Conference of the Tan- 
ners’ Council held at New York, 
April eleventh. We will be 
pleased to send you sample 


swatches. 


A.C.LAWRENCE LEATHER CO 


aa) 6h SOUTH ST: COYTON MAY, 
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TRIER: 


In Stock Styles That Sell in Volume for 
Immediate Delivery 


“Florida” Sandal—perforated through Vamp and Quarter, 14 Last, Round Toe, 
Cuban Heel. In Patent $6.50; White Kid $7.00; Red Kid $7.00; Pastel Blue $7.00. 





SUS: een ee er 


“Twirl” Sandal—75 Last, 21/8 Spanish Heel, Round Toe. In Red Kid $6.75; 
Pastel Blue Kid $6.75. 


SET: 












































, Case Lots—36 Pair—AAA to B 
4 [s=| 41 = 1 51-1611 71 =1 ome: 
TVR RETEST E TERRE TE 
: AA| ! |1{1{/2/2/1\1 s 
Al | |1/2/2/2/1/1/1-10 
iA Bitit/2i2i2i2itiit| |i 
Total—36 Pairs 
| 


BEKER & FRIEDMAN, Inc. 
23~25 Lafayette St.~ ~ ~ Brooklyn.N.Y. . 
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RE saa cea it generally 
sortie 
tion? “To be sures. the manufacturer from whom 1 buy 
O a ie \) adjusts complain my entire fromfaction, but 
want to get rid of the complaints. ra g time 
we believed, 25 the salesman told us, that it was im- 
poate for the manufacturer to get any better thread, 
ARTHUR D ANDERSON: | Editor t about = year and @ palf a&® we found @ small 
HELE nw M. Haney manufacturer who evidently has no trouble in finding 
good thread 
“As & result, we have sold of three numbers 
f n all th other’ of similar 
niy tha this line o limite 
e only 
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Start Spring with Snappy Styles! 


Better profits and greater satisfaction in 


selling shoes that fit the feet and eyes. : 















“NORMANDY” 
Special Process 
B-158—Honey Beige Kid.$5.15 
B-162—White Kid ..... 5.15 
B-153—Patent Colt ..... 4.85 


“INA” Special Process 
Combination Leather Bow 
Cuban and Spike Heel 

B-296—Honey Beige Kid 
Spike Heel ..... ne 5 ects ail ; 00 
B-298—Plaza Gray Kid, 
CD 6.5 6.6646.6s0060 









se 
















“a 





~ “RANGOON” B-295—Patent Leather, 
“PRINCESS” Special Process 2. ereRrereees. 4 


Special Process B-152—Genuine Bei 
- rT ge - 
Lizard with Kid to match.86.25 D104 —Woite Gait a 
Heel : 






B-151—Genuine Beige 
Lizard with Kid to match .$6.10 






4.85 
















“ACE” Special Process ae: SS, 
B-101—Patent Leather. ..84.65 VOSA soy 
B-1098—wWhite Calf ..... 4.85 Ce 


































“CLASSIC” “COLLEGIATE” LAST 
Goodyear Welt—Cov. Heel Goodyear Welt—Cov. Hee! 
B-689—Genuine Baby B-761—Tan Calf with Liz- “REGENT” 
Amber Alligator ....... $6.50 ard Calf trim to match. .85.25 
B-686—Genuine Taffy Special Process 
BE 6 vcbicestcoase 6.50 Two Toes—19/8 Heel 
B-150—Black Satin, Med. 
mr aabiray oye spss aees 35 
J -154—Patent ther, 
“ROSALIE” Med. Narrow Toe....... 4.35 
x Special Process B-3042—Black Satin, Med. | 
‘ B-129—Patent Leather. ..$4.65 oun a s0¢¢bededves . 
os B-159—Carmel Baby B-3672—Patent Leather, 
Secscces 25 Med. Round Toe........ 4.3? 








“CLARE” 
“DELILAH” Cuban and Spanish Heels 
Special Process agen Satin (15/8 
= = tent ee ¥ Dy . Seneseseseeooces °. 
B-186—Belge cat 485 B-232—Patent (15/8 Cu- 
























“CLARE” 
Special Process 
22/8 Heel 


B-122—Honey Beige Kid. 5.00 
B-124—Plaza Gray Kid.. 5.00 
RB-289—Silver Kid....... 6.00 










“OKAY” Special Process 
oe B-192—Patent Leather.. .$4.85 
Be B-108—wWhite Kid....... 5.15 


























































“ROXY” 
Special Process 
ae eb Beige SIZES AND WIDTHS 
vizard, Kic uarter to 
match, medium round toe. $6.25 “MADCAP” BBR 000000000 BH Oo 4 
B-186-A—With medium Special Process AA weeecereee 4% to C 
ef Pre aa 6.25 B-105—Jade Kid ....... $5.15 A iseseceeseeeed to 8 é 
BD occccccccce eS to 8 
~ ~~" THEMENIHAN COMPANY [°° °° 
~ Special ade SHOEMAKERS FOR WOMEN p pep ig ag 
B-102—Patent Leather ‘or orders of less than three 
with Parchment Piped Rochester, N. , = U. &. A. pairs. 
: Buckle Straps ....... . -84.85 
x B-100—Brown Kid with Makers of Menihan Arch-Aid Shoe. Terms—Net 30 Days 
K Parchment Piping on ° one 
* MEE Wns. cavetnesccced $5.15 Write for Agency Proposition. 
+ & ox Mages Madec& Bavec& ovc& odec& Mave ck Mave 496 «" 
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Seasonable Weather Improves Retail Trade. More Shoes Needed for 
May and June. “Let's Make Hay While Sun Shines!” 


Ww. H. (BILL) PORTER, of Cin- 
cinnati, who formerly represented 
the Cincinnati Shoe Mfg. Co., is now 
carrying the Curtis & Jones Company’s 
line of children’s shoes, made in Read- 
ing, Pa. Mr. Porter covers the whole- 
sale and chain store trade of the South. 


OREE LEGG, 
until recently 
with the A. M. 
Legg Shoe Co., 
Pontiac, Ill., in Pa- 
cific Coast terri- 
tory, has changed 
his home address 
from Los Angeles 
to Chicago, where 
he has opened a 
salesroom in suite 
1620 at 110 South 
Dearborn Street, 
for his new connec- 
tion, the Pilot Shoe 
Co., Baltimore, Md., manufacturers of 
juvenile Goodyear welts in 5 to 8’s, 8% 
to 11’s and 11% to 2’s at volume prices. 
Mr. Legg has demitted from the South- 
ern California Shoe Salesmen’s Asso- 
ciation, has joined the Chicago shoe- 
men’s organization and is cheering the 
Chicago salesmen with his typical Cali- 
fornia energy. 


Loree L. Legg 


R W. FEIGLEY, formerly with the 
¢ Beacon Falls Rubber Co., is now 
carrying “Lion Brand” and “Harshline” 
men’s shoes in northern Iowa territory. 
In Mason City and surrounding terri- 
tory where Mr. Feighley makes his 
home, he is known and liked for the 
persistence and enterprise which have 
assured him the confidence and admira- 
tion of Iowa shoe merchants. 


CHARLES 

e FISH, of 
Chicago, better 
known from coast 
to coast as Charlie 
Fish, a shoe sales- 
man, died on March 
26. Mr. Fish was 
77 years old. Mr. 
Fish was born in 
Leominster, Mass., 
and commenced his 
road activities out 
west in the days of 
the stage coach. 
He represented for 
many years the old shoe manufacturing 
concern of F. M. Marzluff & Co. of 
Janesville, Wis. He had also been con- 
nected with Krippendorf-Dittman Co. 
and had a “double” in Mr. Arnold of 
the same firm. These two. men looked 


Henry Charles Fish 


HELEN M. HANEY 


so much alike that it was difficult to 
tell which was which; at one time a pic- 
ture of Mr. Fish appeared in the RE 
CORDER captioned, “Is this Charlie Fish 
of Chicago or Tom Arnold of San Fran- 
cisco? Mr. Fish suffered a stroke of 
paralysis some ten years ago while cov- 
ering his territory and was obliged to 
retire from the road. The effects of a 
second stroke caused his death. Ser- 
vices were conducted by Rev. Johnston 
Myers and Rev. Robert Van Meigs of 
Emanuel Church March 30 at the Law- 
rence Parlors. Interment was at Oak- 
woods Cemetery. He leaves a_ wife, 
Julia Van Cleave, an artist, who has 
her studio in the Illinois Women’s Ath- 
letic Club Building, 820 Tower Court, 
Chiéago. 





“TRAVEL HARD AND FAST” 


By Hucu M. CRuLL, 


General Sales Manager of F. Mayer 
Shoe Company in “The Martha Wash- 
ington Merchandiser” 


The writer has_ interviewed 
merchants recently in three im- 
portant trade centers. They re- 
port an unusually good business 
at this time of the year; one 
merchant stated that Saturday, 
March 24, was the largest day in 
dollars and cents his store had 
ever had. This means that sea- 
sonable weather has brought out 
the shopper. Women realize that 
they must have spring footwear. 
We are facing a fast retail sea- 
son. Merchants will absolutely 
need more shoes in April, May 
and June. The salesman who 
takes these facts seriously and - 
gets to his customers at the ear- | 
liest possible moment, who stays = 
on the territory early and Jate, | 
is the salesman who will 1un up 
a record season and finish same 
with a smile. 





Visualize Your Possibilities 


“This is no season in the shoe 
business for salesmen with my- 
opic views; on the other hand, 
you must visualize the possibili- 
ties confronting you. Business is 
good right now and will continue 
to be for the next ninety days at 
least. Let’s work in the present 
and make hay while the sun 
shines. Henry Ford says, ‘The 
seeds of bad times are in the 
mistakes we make in good times.’ 
Therefore, let’s profit by this 
shrewd executive’s statement and 
get the business now.” 

















F A. WALLEN has recently been 
* appointed New York representa- 
tive for the Julian & Kokenge Co., 
with sales office in the Bush Terminal 
Building. Mr. Wallen formerly rep- 
resented I. Miller & Sons, Inc., in the 
Middle West. 


HE Harsh & 

Chapline Shoe 
Co., Milwaukee, 
manufacturers of 
“Lion Brand” 
men’s shoes, an- 
nounce the opening 
of a new Detroit 
salesroom at room 
433 the LaFayette 
Building, in charge 
of F. L. Kingsol- 
ver. Fred W. Mo- 
ritz, general sales 
manager for the 
Milwaukee com- 
pany, recently returned from Detroit, 
where he spent several days in com- 
pany with “King,” as he is intimately 
known in the trade, getting the new 
salesroom under way for better serving 
the shoe buyers of “Greater Detroit.” 


F. L. Kingsolver 


AM HILL represents Shu-Stiles, 

Inc. in Georgia and Florida. “Sales- 
man Sam,” as he is known in the South- 
east, has traveled this territory for 12 
years, and in that time has made a host 
of friends, whom he is now inviting to 
meet him in Birmingham during the 
convention of the Southeastern Shoe 
Retailers’ Association, April 15-16. He 
says, “I will show them the latest in 
ladies’ novelty footwear.” Sam is pop- 
ular among the retail shoe merchants 
in his territory, and with his fast sell- 
ing line of “Snappy” novelty footwear 
for women is reported to be “making 
a hit” down Georgia and Florida way. 


\ J. (JIMMIE) 

« GORMAN, as 

his new cards read, 

who for many 

years represented 

the Rice & Hutch- 

ins, Inc., children’s 

Educator line, and 

who for the past 

six months the 

Cantilever Corpo- 

ration’s general 

line, has recently 

gone back to the 

young folks’ game J. (Jimmie) Corman 

and will concen- 

trate on the “Billiken” shoes of McEl- 
roy-Sloan Shoe Co., St. Louis. S. J. 
(Jimmie) will be specialty salesman 
for the Billikens. His job will be to 





Bryn Mawr 


Glenna 


Bryn Mawr 
Tan Calf, Smoked Elk 
Vamp and Quarter 


Black Calf, White Elk 
Vamp and Quarter 


All White Nubuck 
“‘Bearfoot” Sole, B and C 


$4.00 


Lasell 
Smoked Elk, Tan Calf 
Trim 


White Elk, Black Calf 
Trim 


“Bearfoot’” Sole, A to C 
$4.25 


Glenna 


All White Nubuck 
Orepe Sole, A to C 


$4.25 


No initial orders for less 
than 12 pairs. 


MERCHANTS SHOE CO., 57 LINCOLN ST., 
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BRING ON YOUR SPORTS SEASON! 
Merchants Is Ready! 


Everything points to this as a record sports wear year. 
Business on these shoes has opened early. The volume 
exceeds that of any recent season. Here's the variety 
and value you're looking for. We can ship your order 
complete if you get it in promptly. 
Geo, M. Rosen, 
Gen'l. Mgr. 


April 14, 1928 


Radcliffe 


. 


Radcliffe 
White Nabuck 
“*Bearfoot”’ Sole, B and C 
Gun Metal Calf 
Crepe Sole, B and C 
Tan Calf 
Crepe Sole, B and C 
$3.60 
White Calf 
Leather Sole, B and C 
White Calf 
“*Bearfoot”’ Sole, B and C 
84.00 
White Calf 
Crepe Sole, B and C 
$4.25 


Wellesley 
Tan Calf 
Leather Sole, B and C 
$3.60 


Smoked Elk 
“‘Bearfoot’”’ Sole, B and C 
83.60 


Vassar 
Tan Calf 
Reptile Inlay 
“‘Bearfoot’’ Sole, B and C 
3.60 


White Calf 
Black Inlay 


“‘Bearfoot”’ Sole, B and ( 


$4.00 


BOSTON, MASS. 
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create agencies in every part of the 
United States. The larger cities, he 
states, will in all probability be solicited 
first, from and including New York 
City to the Pacific Coast—very similar 
work to that done by him for Rice & 
Hutchins on Educators. 


MeN A U GH- 

* TON, who 
represents the Eby 
Shoe Co. of Lititz, 
Pa., covers the Pa- 
cific Coast. Mr. 
McNaughton has 
been traveling this 
territory for many 
years, and is re- 
garded by his large 
number of accounts 
as a good merchan- 
dising counsellor. 
Mr. McNaughton’s 
success proves that 
personality in salesmanship and a smile 
are two of the important requisites for 
an increasing list of customer-friends. 


A. W. UcNaughton 


mony M. SPRINGER, well 
known to the Central Western 
shoe trade recently removed his home 
from Chicago to Danville, Ill., in order 
to have closer contact with the head- 
quarters at Danville of The George E. 
Musebeck Shoe Co., which company he 
represents among the retail merchants 
of Indiana and Illinois. 


A. CAMPS, of New Orleans, 

* who covers South Carolina, 
Georgia, Florida and Alabama for the 
Atkinson Shoe Corporation of Boston, 
will show this line at the Southeastern 
Shoe Retailers’ Association convention, 
to be held at the Tutweiler Hotel, At- 
lanta, April 16-18. 


F. “STRING” ELLIOTT, who rep- 

* resents the Dan Palter, Inc., on 
the Coast, reports a marked improve- 
ment in the attitude of the merchants 
in the territory he covers, and says that 
they are all optimistic about spring 
business prospects. 


M. PHINN, 

«who for a 
number of years 
represented the 
Freeman Shoe 
Manufacturing Co. 
of Beloit, Wis., 
now represents the 
young men’s calf- 
skin shoe line made 
by the McLaughlin 
Shoe Co. of Chip- 
pewa Falls, Wis., 
and will cover Cal- 
ifornia south of 
San Francisco, also 
Arizona and New Mexico. Mr. Phinn 
has a wide experience in footwear. He 
has been the proprietor of a prosperous 
retail shoe store at Beloit, and when he 
decided to go back to the road again 
he left his home in the last-named city 
by auto, and to make his trip more 
pleasant, he stopped at the many towns 
he passed through en route to Chip- 
pewa Falls and booked orders for his 
new connection. Mr. Phinn has many 
friends on the Pacific Coast, who will 
welcome his return there in the capac- 
y. of traveling shoe salesman with the 

cLaughlin line. 


C. M. Phinn 
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.. M. BARRETT, probably one of 
e the best known salesmen in Kan- 
sas and formerly connected with The 
F. Mayer Shoe Co., is opening many 
high class accounts in western Kansas 
for The Harsh & Chapline Shoe Co., 
with which organization he became 
identified recently. 


PPOGENE B. SLOCUM, who travels 
4 the Central West for the Scheiffele 
branch of the United States Shoe Co., 
Cincinnati, covers the Chicago district 
by motor and in this connection recent- 
ly had his car stolen. He had stopped 
to show an Oak Park buyer a specially 
attractive one-strap sample, leaving his 
carrying case in the car. When return- 
ing to the machine with the one-strap 
and the order “Gene” looked in vain 


Setar 


A MILLION SALES- 


DOLLAR 
MAN 


r 
ee 
i 
‘ 


Charles Waller 


Charles Waller, direct factory 
representative for the Mound 
City Shoe Company, St. Louis, 
who travels all States east of the 
Mississippi calling on large op- 
erators exclusively, will close his 
fiscal year shortly with the stag- 
gering amount of approximately 
a million dollars of footwear 
sales. Waller sells the products 
of fifteen factories operated by 
the company, and the past year 
has been one of his biggest. 
Waller says that quality has 
been a tremendous factor in his 
being able to place so much busi- 
ness in the St. Louis market. A 
style note of interest is his re- 
port that large retail shoe mer- 
chants are giving black satin se- 
rious thought for fall. 

















for the car. “Gene” says that none but 
the victim of an automobile robbery 
realizes just the feeling that comes over 
you when you find out “the car just 
ain’t there.” Anyway, he reported the 
loss to the police authorities, who re- 
covered the car the following day out in 
the vicinity of Blue Island Avenue and 
Thirty-eighth Street. There were twen- 
ty-eight bullet holes in the body of the 
car when it was found by the patrol- 
men of the Lawndale police station. 


EDWARD GRAHAM of Roch- 
* ester, is now selling the W. D. 
Byron & Sons’ line of innersoles and 
has taken the agency for Rochester 
and Western New York. Joseph Gra- 
ham, a brother to J. Edward, is as- 
sociated with his brother in this enter- 
prise. 


75 


RAD MARBLE, representing Tol- 

man Print, Inc., of Brockton, 
Mass., is on a_ several weeks’ trip 
through the Middle West and Southern 
States. Brad does not sell shoes, but 
nevertheless sells to shoe people; his 
merchandise is shoe carton labels. 


H L. LANDS. 
* BERG, one 
of the best known 
shoe salesmen in 
Philadelphia and 
surrounding terri- 
tory, as he has for 
many years sold 
shoes. successfully 
in that field, now 
represents the A. 
H. Berry Shoe Co. 
of Portland, Me., 
and will specialize 
on this concern’s Lendsberg 
line of “Improved 

Cushion Sole” shoes, Mr. Landsberg 
will cover Philadelphia and the trade 
adjacent thereto. 


Marry L. 


RT McDONALD is now concentrat- 

ing on the C. V. Watson Co., Inc., 
line. He no longer handles the Wear- 
Ever slipper on the Pacific Coast. Art, 
who is a hard worker, reports that he 
is enthusiastic over business prospects 
for 1928. 


jas GOODMAN, who for the past 
five and a half years covered Chi- 
cago for the Duane Shoe Co., has now 
been given supervision for this concern 
over Middle Western territory, with 
Western sales office at Room 503, Se- 
curity Building, Chicago. He will con- 
tinue to visit his Chicago trade and will 
be assisted in covering Michigan, Indi- 
ana and sections of Illinois by M. Good- 
man. It is reported that two more 
salesmen will soon be added to rep- 
resent the house in the remainder of 
the territory. 


ID RULE, who 

represents the 
John J. Lattemann 
Shoe Manufactur- 
ing Company on 
the Pacific Coast, 
is now showing the 
new patterns in 
his lines, with the 
short vamp last 
very much in the 
foreground. Sid 
says that this last 
has made a big 
“hit” with West- 
ern merchants. 
Mr. Rule was one of the several Pacific 
Coast boys who attended the Chicago 
Convention. He visited the last-named 
city on his way home from the East. 
Sid observed trade all along the route. 
From Chicago he proceeded westward 
via Salt Lake City, Denver and the 
Northwest, and reports that he found 
business good all along the way. 


Sid Rule 


PENCE McGAVOCK, who travels 

for the A. E. Nettleton Co., reports 
that he is much enthused with the new 
Nettleton line for fall and says that 
he anticipates one of the best spring 
trips this year that he has had for 
many seasons. 
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NDER FO 


A step-in that is really comfortable 





This front gore slipper will prove 
more comfortable than the average 
for it is brought up quite high over 
the instep, the goring running con- 
siderably higher than the goring in 


our original front gore slipper. 


In addition, the goring is cut wider, 
providing more expansion when ex- 
pansion is needed. 


Front gore pump, 309 (combination) 
last. 14/8 covered Cuban heel. Good- 


year Welt. Th . f ; : : h d di 
re e reinforcing gore is stitched di- 

Widths AAAA to EEE rectly over the upper. If the foot 
gpa calls for its removal, you simply 


Style R1993—Black Kid, $5.75 ; , 
Set is. tecees Tumtase, 05.73 raise the buckle, cut a few stitches 
and remove the entire reinforcing, 
Style R1999 is a duplicate in Burnt / 
Oak Kid, stocked AAAA to C, price leaving no ends or lumps. 
ciatio1 


$6.50. of the 
nisher 


The new pump fits beautifully. No Day 


gaping quarters or slipping at the J jus 
before 


heel. joint | 





37 Canal St., Rochester, N. Y. 


Chicago @ffice: 189 W. Madison St. 
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Ohio Shoe Convention Next 
Year May Be Joint Affair 


Considering Holding 
Meeting with Dry Goods 
and Clothing Men 


CoLuMBuUs, OHIO (UTPS) — Ata 

conference of the presidents of the 
Ohio Valley Retail Shoe Dealers Asso- 
ciation, the Ohio Retail Clothiers’ and 
Furnishers’ Association and the Ohio 
Retail Dry Goods Association, held 
March 27, it was informally agreed 
that the 1929 conventions of these as- 
sociations would be held conjointly, in 
Golumbus. Final action on the matter 
will not be taken until a joint meeting 
of.the boards of trustees of the three 
associations convene in Columbus April 
17. It is believed that there is over- 
whelming sentiment for the joint con- 
vention and that it will be held in 
Columbus probably in March of next 
ear. . 
. The suggestion for the joint conven- 
tion came from George V. Sheridan, 
Executive Director of the Ohio Council 
of Retail Merchants, with which all 
three associations are affiliated. The 
secretary of the three associations, C. 
E. Dittmer, has been working tirelessly 
to bring about a joint convention, be- 
lieving that much benefit to all three 
organizations will result from such a 
convention. 

The three executives which met in 
the preliminary conference were Earl 
T. Smart, Marion, president of the 
Ohio Valley Retail Shoe Dealers’ Asso- 
ciation; T. W. Craig, Athens, president 
of the Ohio Retail Clothiers’ and Fur- 
nishers’ Association and H. S. Ames, 
Dayton, president of the Ohio Retail 
Dry Goods Association. 

At the meeting to be held in Colum- 
bus April 17, Mr. Sheridan will appear 
before the three boards and urge a 
joint session. He believes that by get- 
ting closer and discussing mutual prob- 
lems a lasting benefit will accrue to the 
retailers. 


Field’s Adds Shoes 


MINNEAPOLIS, MINN. (UTPS 
Field’s, women’s wear, 403 Nicollet 
Avenue, has opened a shoe department. 
All silk chiffon hose was installed also 
to sell at $1.85 and Steeple Heel chiffon 
at $1.95. For the opening a pair of 
full fashioned all silk chiffon hose was 
given with each pair of shoes bought. 

shoes were offered in all styles at 
$5.85 and $6.85. 











He Got ’em by Air 
Mail 


San ANTONIO, Tex. (UTPS)— 
A fine example of the lengths 
some San Antonio merchants will 
go in giving service has just come 
to light. 

A customer wished some golf 
moccasins made only by a_ firm 
in Wilton, Me., and he told J. 
Baum of the Cinderella Shoe Pal- 
ace, a well known shoe store, to 
“use the-air mail if it would 
hurry things any.” 

Baum went into action. He 
telegraphed the company to send 
the shoes by the first southbound 
air mail, and when they arrived a 
total of $8.70 worth of postage 
stamps covered the wrapping. 

When the customer came in for 
the shoes (which were to have 
cost him $10.50) he was shown 
the wrapping and he gasped 
weakly, “Oh, I meant for you to 
send the letter by air mail.” 

Baum is a good sport, so good, 
in fact, that the customer got the 
shoes for $12.50, leaving Baum 
responsible for $6.70 to Uncle 
Sam. 











Cummins a Manager 


Tacoma, WasH. (UTPS)—Harry R. 
Cummins, for the past fifteen years a 
member of the Walk-Over organization 
and an executive of unusuai ability, 
has been appointed manager of the 
Portland store. His wealth of experi- 
ence makes itself evident in such im- 
portant details as the attitude of the 
employees, the arrangement of the store 
and the completeness of the stocks. 

Two stores are maintained here 
carrying Walk-Over styles, 125 Broad- 
way and 342 Washington Street. 


Volrath in Kansas City 


Kansas City, Mo.—H. C. Vollrath, 
who for some time was with the H. S. 
Pogue & Co. of Cincinnati, Ohio, is con- 
ducting his own leased shoe depart- 
ment now in the store of the John Tay- 
lor Dry Goods Co., this city. Women’s 
high grade shoes are being handled and 
Mr, Vollrath is highly pleased with 
the progress he is making. 





Kansas City Shoe Men 


Form Association 


Kansas City, Mo. (UTPS)—Reali- 
zation that cooperation among the re- 
tail shoe merchants is the first step 
toward better business, resulted in the 
organization of the Kansas City Shoe 
Retailers Association April 3, with 
headquarters at 1016 Walnut Street, 
Kansas City, Mo. 

Leon J. Bodungen, manager of the 
Walk-Over Boot Shop, presided as tem- 
porary chairman. 

Twenty retail shoe dealers were rep- 
resented at the meeting. Future meet- 
ings will be held every Tuesday in the 
Retail Merchants Association rooms. 
The following officers were elected: 

Benjamin F. Smith, of the Jones 
Stores Co., president; L. J. Bodungen, 
of the Walk-Over Boot Shop, first vice- 
president; F. L. Arnold, of the Bos- 
tonian Shoe Co., second vice-president; 
I. E. Cox, of the Dr. A. Reed Cushion 
Shoe Co., secretary and treasurer. 

A board of six men was nominated to 
serve as directors: 

H. C. Vollrath, of John Taylor Dry 
Goods Co.; Schroeder, of the 
French, Shriner & Unger Co.; E. V. 
Becker, of the Nisley Shoe Co., Inc.; 
Frank Tannenbaum, of the Miller Shoe 
Co.; A. L. Helton, of Diamond Bros., 
Inc.; and M. Gerton, of the Paragon 
Shoe Shop. 


Costume Bootery Is 


Newest Detroit Shop 
DetroIT, Micw. (UTPS)—The Cos- 


tume Bootery, which will handle 
women’s novelty footwear exclusively, 
opened for business in the shop at 1253 
Griswold Street, near the corner of 
Grand River Avenue West, in the Far- 
well Building, on Saturday, April 7. 
C. E. Price, for two years affiliated 
with the Tuller Boot Shop, retailers of 
high grade women’s shoes, in the Tul- 
ler Hotel building, Park Avenue and 
Adams, West, is the proprietor of 
this newest of the city’s array of down- 
town shoe shops. 

During the two weeks prior to the 
opening, Mr. Price was busy supervis- 
ing the repainting and decorating of 
the store and the purchasing and prep- 
aration of the stock, consisting of ap- 
proximately two thousand pairs of 
shoes together with a limited assort- 
ment of hosiery. The shelving and fit- 
ting facilities are located on the 
ground floor of the shop while the office 
is on a balcony overhanging the rear 
of the store. The space was formerly 
occupied by the Arch-Aid Shoe Shop, 
which is discontinuing business, at 
least temporarily. 
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ried in stock. The pocketbooks to match are a sensation 
of the season. The demand for both is unprecedented, neces- 
sitating orders being placed at once to enable us to serve you in 
season. 


GOLO SLIPPER COMPANY 


Main Office These are the original Branch Sales Office 
129 Duane St. ps and only - 1632 Republic Bldg. 
Deauville Sandals Chicago, IIl. 
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| cA BOVE is one of the many attractive Deauville Sandals car- 
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Indian Print Shoes Styled by Saks 
A Timely Presentation 


THE FIRST TIME THIS 

HIGHLY POPULAR MATE- 

RIAL IS OFFERED AT 

MODERATE PRICES—AND 
IN STOCK! 


"TRAY. Deo @Z Oats a 


Made of M. J. Frank’s New Beige 
Bengaline with Indian Motifs 
Printed in 4 Vivid Colors. 


> . —Hi Recent 
1034—High grade turn’ strap M. J. Saks Shoe Corp. is proud to — High Ewer toe 19/8 anc 
pump, refined toe last, 19/8 spike be the first house in the trade to heel. 


“SPECIALLY PRICED AT present these exclusive fabrics in SPECIALLY PRICED A 
shoes for popularly-priced retailing. 
$5.00 


$5 -00 WIDTHS 


As above in Barnett’s A—4 to 7 B—3 to 7 As above in Barnett’s 
Python Snake C—2%2 to 7 Python Snake 


M. J. SAKS SHOE CORP. 


144 Duane St., New York City 
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New Hanan Store in 
Atlanta Opened 


ATLANTA, Ga. (UTPS) — Con- 
venience and: spaciousness feature the 
new shoe shop of Hanan & Son at 170 
Peachtree Street, Atlanta, Ga., which 
opened on March 14. 
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for both men and women’s 
while back of these cases are 
of shelves, extending to the ceil- 


is kept hosiery. 
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Lots of Windows in a Narrow Front Store 


are display counters of plate- | 
in which may be seen the latest | 


ind protected by glass doors, in | 


Still further back is the shoe store | 


proper, i 
tractive and convenient features. 


two rows down the center of the store, 


in which are several unique, at- | 


Individual chairs are arranged in | 


the two rows facing the two sides of | 
the store, for the women’s department | 


is on the right and the men’s on the 
left as one enters. 
The floor is covered by a thick carpet 


of green with here and there a movable | 
mirror or foot rest for the convenience | 


of customers. 
In the rear of the store, across the 


end, are located the wrapping and | 
shipping rooms, while above these, on | 
a mezzanine floor, with an attractive | 
railing, are the offices of the company 


—a private office for the manager of 
the store and general offices for the 


bookkeeping, advertising and other de- 


partments connected with it. 

F. M. Stevens, formerly associated 
with the shoe department of the 
George Muse Clothing Co., is in charge 
of the store, and associated with him 
are C. D. Kimbro, Earl Morris, Glenn 
Blackston, and Miss Gertrude Brock, 
who will have charge of the women’s 
hosiery department. 


New Roanoke Shops 


ROANOKE, VA.—Four new shoe stores 
have opened here in the past few 
weeks, one a department in a depart- 
ment store and three of the chain va- 
riety. N. W. Pugh & Co. have re- 
modeled their interior and have added 
a women’s and children’s medium grade 
shoe section under the management of 
J. L. Jordan. The Roanoke Shoe Store 
has added a branch at 23 E. Campbell 
Avenue. C. M. Good is manager of this 
store, which is known as Bob Shoe 
Store. J. M. Fuqua will still continue 
in charge of the Roanoke store. Ben 
Marks of Greensboro, N. C., has opened 
the Cinderella Slipper Shoppe on 
South Jefferson Street. This is a high 
style store in the medium grades. C. E. 
Lane is manager here. Herbert’s of 
Richmond have also opened on Jeffer- 
son Street. R. L. Snyder was trans- 
ferred from Herbert’s, Washington, 
D. C., store to assume charge. 


New Nettleton Shop 


Syracuse, N. Y. (UTPS)—E. W. 
Edwards & Son opened a Nettleton 
shoe department here April 2. 

The new shoe section occupies the 
South Salina-Washington Street cor- 
ner on the ground floor and is a part of 
the men’s furnishing department. The 
shoe section is under the management 
of Edward B. Smith. 


| 
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In the front of the Adelman Shoe Store of Kankakee, Ill., judicious 
planning has given a wonderful window display in a store which has 


none too wide a front. 


The deep entrance with its bayed windows 


and the island display case in the middle of the foyer offer opportuni- 
ties which many a much larger store lacks 

















New Store for Huettes 


St. Louis, Mo—The Huette Shoe 
Company has opened its fourth store in 
St. Louis at 714 Washington Avenue, 
featuring men’s and women’s novelty 
shoes. The store is 27 x 70, with a 
mezzanine where corrective shoes will 
be stocked. On the mezzanine is a 
ladies’ lounge and rest room. The store 


has a center aisle which leads to a mar- | 


ble staircase at the rear. This is the 
entrance to the upper department. 
There are 44 fitting chairs on the first 
floor with art needle work upholstered 
backs, leather seats and polychrome 
iron sides and bases. 


| 
| 


Rubber tile floor of black and white | 
is covered in the men’s and women’s | 


aisles with a taupe carpet. The wood- 
work throughout is walnut. 

A wrought iron railing has 
placed around the mezzanine. 
motif is carried out in the window dis- 
play fixtures. The display windows are 
well planned with seamless plateglass 


been | 
This | 


being used in the bays. The backgrounds | 
are walnut with niches in each window | 


for decorative purposes. The base of 


the windows are black and white mar- | 


ble. A new tube electric sign has been 
installed and this innovation is the first 
to be introduced by a downtown shoe 
store. D. D. Moss, who has been with 
the Huette organization for some time, 
is in charge of the new store. 


New Windows for Royal 


Kansas City, Mo. (UTPS)—An at- 
tractive new type store front has been 
installed at the Royal Shoe Store, fea- 
turing unusual colored lighting effects 
in the rear of the windows, with flood 
lights illuminating the footwear dis- 
plays from below. 
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Pre-Easter Business 
Very Good in Boston 


Boston, Mass.—Easter business has 
been brisk, with many light colors of 
beige, light and darker browns, python 
and _ lizard-trimmed patent leather 
straps, or pumps, and bright red, high- 
heeled numbers, in good call. The 
weather has been balmy and one of the 
marked reactions of the public was to 
buy footwear. There has been a big 
run on the high-heeled plain pump of 
patent leather, as well as on black satin 
pumps. Beige suede and kid combina- 
tions are popular in straps, both with 
medium and high heels up to 22/8 
heights. 

Orthopedic shoes in dressy patterns 
and in light colors continue to be popu- 
lar sellers. Many middle-aged women 
ask for “walking shoes” with 12/8 and 
14/8 heels in straps, and are supplied 
with shoes in the same patterns as 
those buying shoes on the higher heeled 
lasts. 

The head of one high grade women’s 
shoe store reports that his business for 
March was 25 per cent ahead of that of 
March, 1927, and that his April trade 
has opened auspiciously. 

Children’s shoes are being bought in 
smart looking oxfords and in dressy 
one-straps with tricky cutouts. The 


| favorite material is patent leather and 


| 
| 
| 
! 


black and tan calf and elk. Norwegian 
grain calf oxfords in black and tan and 
tan elk oxfords with sport soles are 
good sellers to the younger boy trade. 
Medium tan oxfords are selling well 
to men. Spats in fawn and gray have 
also sold well during the past few 
weeks. Men’s shoe departments report 
that the call is about evenly divided 


| between a medium shade of tan and 


black. 
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“ROXY” 
Special Process 


F-486—Genvine Taffy 
Alligator . 


Covered Heat 
F-400—Cenuine Baby 
ber Alligator $6 50 


Pa 
Special Process 


F.900-—Genuine Water- 
snake os kid to — 98.10 


‘S00 ay rt iether 08 


'-901—Genuine =a © a 
‘= with patent 


“PRINCESS” 
Special Process 


F- 600=-Gonaing Beige Lizard 
Kid to match. . $6.10 


“RANGOON” 
Special Process 


F-152—Genuine tee Lizard 
with Kid to match. 98.25 


April 14, 1998 
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Tremendous Easter Trade 
Done in St. Louis Stores 


Sr. Louts, Mo.—Business in the re- 

tail shoe district continues to show a 
betterment with distinct improvement 
noted on warm sunshiny days when the 
sales are brisk and the volume mounts 
skyward. 
Palm Saturday was one of the out- 
standing days of the season. All stores 
worked to capacity, with a heavy de- 
mand for women’s footwear featuring 
the day’s activity. Stores selling chil- 
dren’s footwear also scored heavily 
with some stores unable to supply the 
demand. a 

Easter week found a repetition of 
this business and the belated business 
evidently accumulated in the few days 
before Easter which taxed every store 
to its utmost. 

Colors are getting better and the 
Easter demand brought them up the 
style ladder to their proper place. The 
better grade stores especially have re- 
ported a betterment in the colored kid 
demand. One large department store, 
reporting a few weeks ago a demand 
for 70 per cent i. reported this 
week 2 demand of approximately 50 to 
60 per cent with an increase for colors. 
In another ultra smart store, colors 
were being sold to an extent of 25 per 
cent, with some slight decrease in pat- 
ent. Patent is still the outstanding style 
shoe, but other materials, such as fab- 
rics, woven sandals and the like, are 
evidently making themselves felt. 

Reptile in better grades is receiving 
fine patronage from the fair. Red and 
blue kid have been accepted, both in 
popular and high priced footwear. 


Marshall Kinne Retires 


RICHFIELD SPRINGS, N. Y.—The “old 
landmark” retail shoe store of Marshall 
E. Kinne, in the Walontha Block, cor- 
ner of Main and Lake Street, passed 
out of existence on March 31 this year. 
The store had been at one time the only 
establishment selling footwear in this 
town. It was established by the late 
Guy Kinne, and the family conducted 
it continuously for 58% years at the 
same location. At one time Samuel 
Kinne was in partnership with his 
father, and later withdrew to open a 
separate shop. Marshall E. Kinne. 
graduate of the American School of 
Practipedics, selling shoes, hosiery, 
gloves, trunks, bags, etc., took down the 
old sign of “Guy Kinne & Son” from 
over his door on about the middle of 
March. Many an older resident in this 
town will regret, from sentimental rea- 
sons, the fact that this little shop, the 
footwear of which had shod the feet of 
several generations of many families 
in this village and vicinity, has been 
discontinued. 


Buys Suburban Store 


Detroit, Micw. (UTPS)—Leo Cho- 
dorowski, former Detroit shoe mer- 
chant, has purchased the stock of boots 
and shoes of the Economy Shoe Store 
in Plymouth, a suburb of Detroit, 
which has been operated by C. Chodo- 
towski. The new owner will continue 
the operation under the same style. 





2 New Greensboro Stores 


GREENSBORO, N. C.—Two new 
women’s shoe stores have been opened 
here in the past few weeks. Both of 
them are of the reception room type, 
having reed furniture and hidden 
shelving. Sheppard’s College Shop is 
owned by W. L. Sheppard an ex-shoe 
traveling man. He is featuring Pedigo- 
Webber shoes and Ruby Ring hosiery. 
The Shoe Box at 113 West Market 
Street is patterned after the newer 
New York City shops and controlled 
by F. Marks and W. J. Grut. Mr. Grut 
has served under Mr. Cohen in Sak’s 
Fifth Avenue store and is the store’s 
manager. 


Spring Trade Opens Up 
Well in Cincinnati 


CINCINNATI, OHI0—Business was so 
good during the opening week of the 
spring season that merchants are not 
at all pessimistic about what the next 
two months will bring. 

With the advent of spring, every- 
thing started moving and retail mer- 
chants report that it is hard to tell 
what is selling best. Black patents are 
very popular as are medium shades of 
brown kid. Light colored kid and photo- 
graphed kid are moving fairly well and 
reptiles are getting stronger. Some 
satin is selling and whites are making 
a good start. Pumps and strap effects 
are the best moving patterns in the bet- 
ter grades of footwear, while different 
types of sandals seem to be most popu- 
lar in the popular-priced stores. 

One of the large chain stores in- 
creased the price from $6 to $6.50 on 
one of their lines on April 1, and many 
other shoe stores and departments have 
increased their prices from 25 to 50 
cents on the pair. 

The Petot Shoe Company is featur- 
ing reptile shoes at $6 and Mr. Harde- 


beck reports that both the lizard and. 


the alligator are moving well. Petot 
is also enjoying a nice amount of busi- 
ness on a one-strap sandal which is 
being featured. This sandal may be 
had in black patent, or red, blue, green 
or brown kid. Some patent leather is 
moving at the Petot store and an oc- 
casional call comes in for satin. 


45th Traveler Store 


CoLuMBUs, OHIO (UTPS) — The 
Columbus store of the Traveler Shoe 
Co., making the 45th in the chain op- 
erated out of Boston was opened in a 
large store room at 59 South High 
Street, Saturday, March 24. The fix- 
tures are exceedingly artistic, being in 
high colored walnut. The show win- 
dows are well arranged to get the full 
benefit of the excellent location. The 
company sells men’s and women’s shoes 
at $5 and during the opening day a 
pair of silk hose was given with each 
purchase in the store, either of men’s 
or women’s footwear. 


Isaacson Opening Another 


GREENSBORO, N. C.—M. L. Isaacson is 
opening a new shoe and men’s furnish- 
ing store at 217 South Elm Street un- 
der the name of the Florsheim Shoe 


and Young Men’s Shop. As the name 
implies, he will carry Florsheim shoes 
here as well as in his other stores. 
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Colors in Demand 
in Detroit Shops 


DETROIT, MicH. (UTPS)—Detroit’s 
shoe retailers who cater to the feminine 
trade are all commenting upon the as- 
tonishingly brisk demand for colored 
models during the past week or ten 
days. Shoes in red and blue leathers 
are particularly popular at this time, 
with green selling less rapidly. There 
has been noted a correspondingly large 
demand for colored cloth shoes, with 
red, blue and Navaho effects favored. 
The tendency is to match the entire 
ensemble, the hat, the gown, the hand- 
bag, the hose and the shoes. 

The retailers believe this condition 
is due to no small extent to the influ- 
ence of the Fashion Exhibitions held 
recently by the city’s leading depart- 
ment store, The J. L. Hudson Com- 
pany, and the leading exclusive spe- 
cialty shop, Tuttle & Clark. The latest 
Parisian models were shown, in most 
instances with the entire ensemble har- 
monizing. The shows were accorded 
much publicity in the newspapers, both 
in the advertising and the news col- 
umns, and in the case of Tuttle & 
Clark’s exhibition, radio broadcasting 
with a complete and detailed descrip- 
tion of each outfit was used. In almost 
every case novelty footwear in a shade 
matching the gown and hat were worn 
by the mannequins. 

The same influence is credited with 
the extraordinary demand for python 
and other snakeskin models noted by 
the higher grade women’s shoe shops. 
Snakeskin models were given consid- 
erable prominence in the exhibitions 
and are being shown in the shops at 
prices varying from $18.50 to $25. The 
colored leather and cloth shoes are sell- 
ing best in the pump effect, although 
sandals and ties are likewise brisk. 


New High Point Stores 


HIGH Point, N. C.—Three new shoe 
stores opened here recently, two chain 
stores, while the third is individual- 
owned. The new Kinney store is man- 
aged by W. A. Clements, who was in 
charge of the shoe division of the 
Charles Stores for several years. Ben 
Winters is manager of Mack’s Boot 
Shop. This is a branch of the Mack’s 
Boot Shops of Savannah, and is one of 
the first of their program of opening 
twenty new stores in the South this 
year. The North State Shoe Store is a 
medium grade family shoe store owned 
by three local men. Morris A. James is 
one of the owners and is also acting as 
manager. 


To Move Store 


St. PAUL, MINN. (UTPS)—Wear-U- 
Well announces a store will be opened 
at 152 E. Seventh Street. This is some 
distance nearer the heart of the retail 
district than the present store at 185 
E. Seventh Street. 


New Shoe Stores 


J. N. Adam & Co., Buffalo, N. Y.; 
shoe department. 

Tel’s Shoes, 2383 Broadway, 
York City. 

Emerson Shoe Stores, 68 Summer 


New 


| Street, Boston. 
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ORDER NOW! 


Here are two very smart styles with the true modern 
touch—delightfully appealing to the feminine eye—made 
by the turn process with exacting skill. Order now as 
the demand is very great for these two numbers. These 
_two styles can be made up in any leather combination to 
suit your demand. 


“The Francis” 


“The Francis’’ is a new 
patent one strap which 
embodies such grace and 
delicacy that it captivates 
the customer’s desire at 
once. 11/8 cuban heel. 


$5.25 


“The Dolores” 


“The Dolores’’ is the 
very smartest shoe on the 
streets. This patent shoe 


is set off by a black lizar - : ° 
Sia ted ti 7 Slippers for Grown Ups 


Quality, Individuality of Styles and Special 


Construction. 


As & 
CRS 8 Padded Outsoles and Wood Heel Merchan- 


BEN é' we. |] dee 


244 West 42nd St., New York City Carrying Prices that will enable quick all- 
year merchandising and profit for you. 





mn fe 
us i Women’s Colored Kid 
GREELEY BOUDOIRS ! D’Orsays, full 


grain leather 





The steady ome of ~, bou- ‘ 
doirs is significant. Repeat g aig 
orders would not be forth- a outsoles, high 
coming from customers if ; 
what I send did not open ie i. 
i ‘ ings; 
up right and sell well. xf 
You will make no mis- # steel shanks and counters; all colors kid; also 
IN take in ———e your rs patent leather. 
oc boudoir business to my . 
ST K care. If your jobber @ =©Men’s colored kid Opera, also patent 


36 Pair Cases ga supply you, write # combinations; leather or felt lin- 
‘ B® ings; full grain out- 


A. W. GREELEY fl soles. 


12 Duncan Street - Haverhill, Mass. = < ALSO: 


grade silk or § 











oy 

_ mm 6Styles as 
ft ~ BH above with 
$2.50 B SOLID 


per day starts the rates at the popular Hotel i HEEL 
Martinique. Thousands of discriminating visitors to ~ ’ 


New York a STEEL 
regularly enjoy the comfortable accommodations, is SHANK COUNTER, full Grain Soles. 


splendid food and the greatest 


Convenience & SERVICE ALWAYS ASSURED 
offered by the Martinique—a modern, fire-proof hotel RS "IN STOCK” 
situated in the very heart of the big city. A cordial e MILWAUKEE and 16 Regional Waerchouses 


Welcome | 
awaits every visitor to New York who expects and KOZY KOMFORT SHOE MEG. CO. 


receives—“the best without extravagance” at the Hotel 


Martinique. A. E. SINGLETON, Mgr. DN 1701 RICHARD STREET 


Hotel MARTINIQUE ? Q Milwaukee Wisconsin 
pin = 











Affiliated with Hotel McAl 
BROADWA Y—32nd to 33rd STS.,. NEW YORK CITY 
Ie 
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lw NOT A SUBSTITUTE 


Fico RETAILER recently exhibited in his 
windows samples of the various materials 
used in his shoes. Among these were Economy 
Insoles with a sign “All Leather Insoles.” ECON- 
OMY REINFORCED INSOLES are leather in- 

soles reinforced with canvas, thus insuring 

the retention of the original shape of 

the shoe. This was one of his talk- 

ing points. Is it one of yours? 


V4 Bing 0. 2 
ECONOMY oe ONO. 
INSOLE CHANNELING MY: of a Series 
MACHINE — MODEL B 


HE Economy Insole Chan- 
neling Machine—Model B, 


varies only slightly from other stand- ECONOMY 
ard channeling machines, its basic INNO) BS 


principles being the same. Two lips are cut 


in the insole, which form a solid rib to sew to. 





United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
Johnson City, N.Y... 
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WHERE TO BUY 
Men’s Shoes 











Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 


























<\ 


BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 


GS 


50 STYLES IN STOCK 
EMERSON SHOE MFG. CO., Reckland, Mass. 
Write for catalogue todey 























HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














ror MEN 
(Dire negl 
BROCKTON 


NETTLETON 
Shoes of Worth 








A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 


Shoe Market News 


in the Boot and Shoe Recorder 
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Rainbow Colors 
In Footwear 
For Summer 





Merchants Placing Orders for 
Wide Variety of Materials 
and Patterns 


LYNN, Mass.—It is difficult to deter- 
mine the keynote styles for summer be- 
cause the offerings are so many and 
varied. Orders so far booked are gen- 
erally well spread out over the many 
materials and patterns. Prices are 
likewise mixed. There is the common 
story. that prices of shoes are going up 
on account of the scarcity of leather 
and hides. Offsetting it is the plain 
statement of a manufacturer who says 
“prices of shoes are fixed like the prices 
of a loaf of bread.” 

As for colors, such hues as these 
were noted recently in Lynn shoes— 
patents still going strong, tans of the 
stroller shade and of browns to match 
the markings of snake, whites, expected 
to be a strong seller, white jade, honey 
beige, rose beige, parchment, pongee, 
old ivory, maroon, sauterne, Malabar, 
Normandy blue, Patria blue, Copen- 
hagen blue, Castilian red, golf green, 
apple green, lavender; also the art fab- 
rics and the basket weaves, and Toyo 
cloths in many colors. One interesting 
fabric shows seven hues, so balanced 
that the shoes of the fabric will go well 
with most any costume. 





Seasonal Lines Moving 
Better in Southwest 


St. Louis, Mo. — Improvement 
throughout the district was reported in 
the monthly business review of the 
Eighth District Federal Reserve Bank, 
just issued. The report follows, in part: 

“Taken as a whole, business in this 
district the past thirty days underwent 
further slight improvement. Despite 
the handicap of unfavorable weather, 
distribution of merchandise through re- 
tail channels was in large volume and 
in some of the important wholesale and 
manufacturing lines, sales were in ex- 
cess of the corresponding month last 
year. In counter distinction to the pre- 
ceeding thirty days, when improvement 
was confined chiefly to goods of the 
heavier and more permanent sort, bet- 
terment in February and early March 
was shown in commodities for ordinary 
consumption such as groceries, packing 
products, dry goods and drugs. 

“In rural sections there was a fair 
expansion in purchasing of all classes 
of merchandise, but more particularly 

















seasonal lines. This was true especially 











in the South where preparations for 
spring crops have gotten under way 
and made good progress. Department 
store sales in the principal cities of the 
district recorded a gain of 3.1 per cent 
over February of last year and good 
gains were also made by five and ‘en- 
cent stores and mail order houses. 

March business in the wholesale shoe 
district culminated with gains in ship- 
ments reported by practically ll 
houses. The increases were of ood 
proportions with some of the outstind- 
ing specialty manufacturers reporiing 
a heavy volume over the same period 
of a year ago. 

Mail orders flooded the in-stock 
houses during Easter week which was 
evidence that business was picking up 
throughout this territory. Early April 
business already has shown a slight in- 
crease in a few of the general line 
houses. 

Brown Shoe Company reported a 
gain in shipments for the month of 
March of approximately $325,000 over 
the same period of a year ago. Their 
six months’ period, which will end 
April 30, is estimated to show an in- 
crease in shipments over the same pe- 
riod of 1927 of over $1,000,000, an 
official of the company stated. Con- 
plaint is being registered regarding the 
lack of future orders being sent in 





Godman Subsidiary 


CoLuMBUs, OHIO (UTPS)—Papers 
have been filed with the Secretary of 
State chartering the Fairfield Shoe Co., 
with a capital of $50,000, to manufac- 
ture and deal in all kinds of foot- 
wear, including boots, shoes, findings 
and leather. It is announced that the 
corporation is a subsidiary of the H.C. 
Godman Co. of Columbus, which oper- 
ates eight manufacturing units in 
Columbus and Lancaster. Officers will 
be the same as those in charge of the 
H. C. Godman Co. The headquarters 
will be at 35 North Fourth Street. In- 
corporators are Allen Pretzman, C. E. 
Cowey and H. J. McCoy. 





New Heel Covering Shop 


LYNN, Mass.—Daly’s Golden Rule 
factory has fitted up a department to 
cover 6000 pairs of wood heels daily. 
The celluloid covers are put on in a 
room that is as fireproof as an oil sta- 
tion. Oldtimers are reminded that 
Freeman Winslow, father of Sidney W. 
Winslow, a founder of the U. S. M. o., 
once attached heels on contract in Lyn. 
That was when the fashion of heel!ess 
shoes was giving way to the style of 
shoes with heels on them. Now hels 
are commonly up to 2% inches in 
height. Some change since grad- 
mothers wore serge congress boots! 
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Making Shoes for Europe 


East BRIDGEWATER, Mass. — Field 
Bros. Shoe Co. of this town has re- 
ceived a substantial order through a 
Vienna agency for shoes to be dis- 
tributed in Germany, Austria, Poland 
and Czecho-Slovakia, and work already 
has been started. A representative of 
the Vienna agency was in Brockton for 
three days last week conferring with 
President-Treasurer Walter P. Field 
and General Sales Manager Paul Mit- 
chel!. One of the specifications of the 
order is that German hides shall be 
used in the shoes which are of the so- 
called third grade type, of which some 
of the factories in this district make 
a specialty. The company also is at 
work on a very sizable order for the 
Cuban trade. 


Factories More Active 
In Haverhill District 


HAVERHILL, Mass.— Some improve- 
ment in cutting operations was noted 
this week in local factories and shoe 
manufacturers are more hopeful of 
business during the late spring. Sales- 
men on the road to date have been un- 
successful in booking any large amount 
of future business, but the retail trade’s 
conditions will be accurately known, 
it is predicted, during the next 10 days. 
Allied industries are slack, although 
heel factories are becoming more active. 

Black patent leather and light kid 
retain their popularity in the field of 
materials, with snakes also widely 
used. Velvets and satins are spasmodic, 
with velvets perhaps in greater popu- 
larity. White kid heralds the approach 
of the white season, many shoe men 
looking forward to a good run on 
whites. F 


Big Gains Registered 
by U. S. Shoe Company 


CINCINNATI, OHI0O— Consistent in- 
creases are being made in the gross 
business done by the United States 
Shoe Co. It is announced by an official 
of the company that January business 
was the largest of any month in the 
history of the company. February was 
75 per cent ahead of the same month 
last year and the March gain was 64 
per cent. 


Boot Firm to Move 


Fort WortH, Tex. (UTPS)—Be- 
cause business of the company has out- 
grown its present quarters a site to 
provide a 25,000 foot floor space fac- 
tory has been purchased by H. J. Jus- 
tin and Sons here. The building will 
cost $45,000. 

The new site, located on North Main 
Street, measures 100 by 200 feet. The 
company, which manufactures cowboy 
boots, lace boots and military boots and 
a line of work shoes, moved to Fort 
Worth three years ago and has enjoyed 
a remarkable growth of business. The 
concern moved to this city from No- 
cona, Tex., and has been manufactur- 
ing cowboy boots for fifty years. 





Cincinnati Factories 
Report More Orders 


CINCINNATI, OHI0.—Local shoe fac- 
tories continue to run at low capacity 
but manufacturers expect production to 
be higher by the third week in April. 
Road salesmen are sending in a fairly 
nice volume of orders and judging from 
these, black patent and white kid will 
be the best bets for late spring and 
summer. An executive of one plant 
reported that indications point to the 
largest sale for white kid that they 
have known for several years. Most of 
these orders specify delivery in June 
but quite a few are to be shipped out 
in May and July. Orders are calling 
for some colored kid, fabrics and satins 
but these are in the minority. 

The factory of the P. Sullivan Shoe 
Company expects to speed up produc- 
tion within the next ten days. Black 
patent is responsible for a large por- 
tion of the summer delivery orders and 
black and white kid are both very good. 
Pumps and straps are the most popu- 
lar pattern sellers and 14/8 is the most 
popular heel. 

Orders specifying delivery after May 
1 are largely for black patent, reported 
Manny Peck, sales manager of the 
Riesenberger, Wolf & Peck Company. 
A sprinkling of colors is being called 
for and white kid is taking well with 
the trade. Satin is gaining favor and 
Mr. Peck said that a little business is 
coming in on Toyo cloth. 


W. L. Douglas to Make 
Littleway Process Shoes 


BROCKTON, MAss.—The W. L. Doug- 
las Shoe Co. has begun manufacture of 
a new women’s shoe made by the Lit- 
tleway process, on which it hopes to 
work up to 1000 pairs a day within a 
very short time. For several weeks 
Superintendent Herbert T. Drake of the 
company has been negotiating with 
local unions and satisfactory prices 
have been agreed on. Cutting already 
has begun on the shoes, and Herbert L. 
Tinkham, president of the company, 
expects to manufacture upwards of 
200,000 pairs of the new line which will 
be sold in the big chain of Douglas 
stores and to agents of the company. 
The company says there is a growing 
demand for this type of shoe. 

Discussing the new venture, which 
will provide added employment for 
many new hands, Mr. Tinkham says: 

“It is the policy of the company al- 
ways to be in the lead and for that rea- 
son we are starting the manufacture of 
a shoe for which we are convinced 
there is a demand; also to give employ- 
ment to as many persons as possible. 
I am pleased to say that the volume of 
sales I anticipated on Jan. 1 in our 
retail stores and through our agents 
has been realized. We have had a 
steady gain since Jan. 1 and the pros- 
pects are good for one of the best 
Easter seasons in our history. Our 
factories have been running full time 
since we started the spring season last 
Dec. 12, and we have business on hand 
to continue until our regular semi- 
annual stock-taking period in June.” 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York Ci 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. and up * 
Cataleg 
e sent on 
request 


Two Strap Sandal 
Cc, D & E—2%-9 
In Stock 
No. 3-2 at $2.35 
MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 














IN STOCK 


Genuine kid 
turn 


$1.10—5% 
10 Days 
Case Lots 


WM. SUMNER SMITH 


325 W. Monroe Chicago, Ill. 











Men's All Leather House Slippers 
HAND TURNED— 








Manufacturers 
124 N. 3rd S8t., Philadelphia 
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WHERE TO BUY 


Women’s Novelties 

















culars 80 you can see 
for yourself. 


Samuel Cohen 
Shoe Co. 
72 Linesin St., Besten, Mass. 


























Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
McKays. 


Send your orders and de- 














Louis Halpern - 
pany, ine., 147 Lincoin 
Street, Boston, Mas 











6 6 Fh 8 


WHERE TO BUY 
Ballet Slippers 
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In Stock Black Bal- 
let Slippers 


Ladies’ $1.25 pr. 
Misses’ 1.20 pr. 
Childs’ $1.15 pr. 


BLOG SHOE CO., INO. 
147 Duane St., 


New York, N. Y. 

















BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Turn 
Soft Toe 
Child’s 6 te ti—$1.35 
Misses 11'/2 to 2— 1.40 
Women’s 2'/ to 8—1.45 
Also Hard Toes 






SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 








| 1 No. 11th St., Philadelphia. Pa. _| 


wi 

Noe. 600 Black Kid. . 

Ne. 604 White Kid..1.75 1.7¢ 1.65 
Coast Prices 





BALLET SLIPPERS 
Made on Right and Left Lasts 


fom. Miss. Childs 
-1.45 1.40 1.35 





Slightly Higher 


BROOKS SHOE 
MFG. CO. 
Philadelphia— 

1725 No. 6th St. IN 
Los Angeles—1162 So. min St. 








Wholesalers Are Busy 
In Boston District 


Boston, MAss.—Shoe manufacturers 
are planning for a brisk after-Easter 
business, and are showing snappy ef- 
fects in. light kid and suede combina- 
tions, in lizard and kid, and in python 
and kid; also many white shoes and 
shoes in jade with dainty cut-outs, and 
bright red and blue shoes. 

Wholesalers have been very busy 
during the past week on account of the 
good weather. Retail shoe merchants, 
finding their stocks inadequate, have 
made a rush on local wholesalers. Not 
only women’s shoes were wanted, but 
children’s and men’s. Six days of con- 
tinuous sunshine brought about a de- 
cided betterment in the shoe business, 
and shoe wholesalers were in cheerful 
mood on Easter Saturday noon. Many 
local houses in the shoe and leather dis- 
trict were busy late Friday night and 
worked Saturday afternoon, April 7, to 
fill nearby orders. 

Manufacturers are buying dark 
brown and medium shades of kid for 
fall, as well as patent leather. Manu- 
facturers report a decided increase in 
the numbers of men’s tan shoes on or- 
der for “at-once” delivery. There is 
also a demand for men’s shoes in the 
best grades, although shoes under $8 
in price are still the fastest movers. 


Field Bros. Establish 
Group Life Insurance 


EAST BRIDGEWATER, Mass.—Life in- 
surance, combined with health and non- 
occupational accident benefits was re- 
cently installed for employees of Field 
Brothers Shoe Company, through con- 
tract with the Metropolitan Life Insur- 
ance Company. The life insurance es- 
tablished exceeds $88,000. 

The plan features the cooperative 
method of paying premiums. This en- 
ables the employees to receive the pro- 
tection at a low cost, due to the employ- 
er’s liberal contributions. 

Subscribing rank and file employees 
receive $1,000 of life insurance each 
and sick and accident benefits of $10 
a week. Under the terms of the latter 
policy, payments will continue in each 
case of disability for a maximum of 
thirteen consecutive weeks. 





Haverhill Survey Now 
Well Under Way 


HAVERHILL, Mass.—R. S. Billups, P. 
L. Jones and J. P. Corkery, statisticians 
of the Bureau of Labor Statistics of 
the U. S. Department of Labor, are 
engaged in the local investigation of 
the shoe industry. The special survey 
is being made on the application of the 
Haverhill Shoe Manufacturers’ Associa- 
tion and the Shoe Workers’ Protective 
Union. 

Production, overhead and merchan- 
dising costs are being investigated as 
well as factory conditions, general in- 
dustrial relations, and costs of living. 
A permanent solution of local indus- 
trial problems, it is hoped, will be de- 
veloped. 











Kent Back From Trip 


BRocKTON, Mass.—John S. Kent, 
president of the M. A. Packard Shoe 
Co., returned recently from an exten- 
sive trip which took him as far west 
as California, and, on his return, was 
the recipient of congratulatory mes- 
sages and flowers in remembrance of 
the 45th anniversary of his connection 
with the company. Mr. Kent first went 
with the company, which now is 52 
years old, when it was known as Pack 
ard & Grover Co., becoming superin- 
tendent shortly after he began working 
with the concern and continuing in that 
capacity until he assumed the head of 
the business. He reports business not 
particularly brisk through the west 
even in lines outside the shoe trade 
Women’s sales, he reports, are mucl 
better than men’s. 





Research Bureau Prints 
Book on Price Moves 


New York, N. Y.—Under the titk 
of “The Behavior of Prices,” the Na 
tional Bureau of Economic Research 
has published in book form a report of 
an investigation by Frederick C. Mills 

The book is a review of the behavior 
of individual commodity prices over a 
period of years and an endeavor to de- 
velop relations between prices and 
groups of prices and to seek principles 
of order in the realm of prices. 

The book contains many tables and 
charts of prices covering a wide rang: 
of commodities. For the shoe trad« 
there is interest in the hide, leather 
and shoe prices which are contained in 
many of the tables and charts. 

The book is one of a series being pub- 
lished by the National Bureau of Eco- 
nomic Research, 474 West Twenty- 
fourth Street, New York, at prices just 
sufficient to cover publication costs. All 
research work conducted by the bureau 
is paid for from contributions to the bu- 
reau’s general fund. The price of “The 
Behavior of Prices” is $7, postpaid. 


Draws 1,000 Children 
to “Movie” Party 


West PALM BEACH, Fia. (UTPS)— 
Nearly a thousand youngsters attended 
the children’s party staged by the Chil- 
dren’s Shoe Store of West Palm Beach 
on Wednesday afternoon, April 4. Mo- 
tion pictures of Buster Brown and 
Mary Jane were the feature attraction, 
and certainly appealed to the juvenile 
audience. 

In order to acquaint the children, and 
their parents as well, with. the location 
of the store and the character of the 
stock carried, admission tickets were 
ebtainable at the store only. Each 
ticket had a coupon attached, and a 
pair of shoes was awarded as a grand 
prize at the conclusion of the perform- 
ance. 

The Children’s Shoe Store, which was 
opened several months ago, carries the 
Buster Brown line exclusively, and is 
operated by Earnest Cook as manager 
and principal stockholder. 
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Wood Heel Slippers 


MILWAUKEE, WIs.—The Kozy Kom- 
fort Shoe Mfg. Co. announces the ad- 
dition to its line of covered wood heel 
slippers. G. B. Mueller states that 
company is now featuring D’Orsay and 
pump patterns for women and an opera 
type slipper for men, all carrying cov- 
ered or solid heels, steel shanks and 
counters. The new lines are now in 
the sample cases of the salesmen. 





English Windows at 
Walk-Over, Cleveland 


CLEVELAND, OHIO (UTPS) — Two 
real old English style window back- 
grounds have been created at the 
Walkover Shoe Store, 1020 Euclid 
Avenue. Both windows, featuring 
ladies’ and men’s shoes _ respectively, 
are designed alike. Old English model 
shop fronts are built against the walls 
of the store and protrude slightly 
at various points. A door in the cen- 
ter with attractive brick steps in semi- 
circular form, and unique bay windows 
on either side, are the featured points 
of the display background. Late shoe 
styles are portrayed on the door steps 
and in the windows while a larger 
mixed showing is arranged in the fore- 
ground. The general color scheme of 
the English shop is tan with brown and 
green trimmings. A tile roof is fin- 
ished off in orange while rustic lan- 
terns hang above the arched doorways. 
A sign over the shop conveys the mes- 
sage of “Main Spring Arch Shop.” 

The entire window background, which 


scarcely reveals a flaw, was built by | 


hand at the store without any outside 
aid. Many favorable comments on this 
idea have been received by D. Graffis, 
manager of the store, and his aids. 





Firm Changes Name 


DetroIT, MicH. (UTPS)—The Ralph 
Ainsworth Company, footwear jobbers 
in Detroit for thirteen years, has 
changed its name to the Ainsworth- 
Braman Company. The change in- 
volved no change in policy or owner- 
ship. The firm was organized in 1915 
with a capital of $100,000. Ralph Ains- 
worth is president and treasurer and 
Harry E. Braman is secretary. The 
firm handles a number of well known 
lines of shoes and is exclusive jobber 
in this territory for Cross Rubbers. 





To Open Ninth Store 


Kansas City, Mo. (UTPS)—The 
Cook-Dillingham Shoe Stores, Inc., 
operating a chain of factory outlet 
stores, will open its ninth store at 3140 
Troost Avenue, Kansas City, Mo. J. H. 
Cook will be in charge. 

The Cook-Dillingham organization 
has its home offices and headquarters 
in Independence, Mo., where it operates 
two factory outlet stores and another 
store dealing in footwear and hosiery 
at standard prices. Recently a store 
was opened at Thirty-ninth and Main 
Streets, Kansas City. Other stores are 
located in Kansas City 


tan and Pittsburg, Kan., and in Bar- 
tlesville, Okla. 








, Kan., Manhat- | 


| 


New Shoe Sales Booklet 


Describes Whole Costume 


New York, N. Y.—An unusual piece 
of sales literature has just been issued 
by William Goldstein Shoe, Inc., of this 
city, makers of footwear and bags. It 
is a booklet which not only pictures 
and describes the shoes, but which also 
describes the complete costume for 
which the shoes were designed to be a 
part and tells the occasion for which 
the costume should be worn. For in- 
stance, in describing the picture of a 
sports costume, the booklet says: 

“The dress is developed in three 
shades of brown—beige, tan and a 
darker brown—with white as a con- 
trasting color. Where two shades of 
material meet, they are joined by 
means of a narrow white insert. Col- 
lar and cuffs are of the same color. 
It will be noted that the same scheme 
of ornamentation is carried out in hat, 
bag and shoes. The material of which 
they are made is a green and light 
beige or parchment woven Toyo straw, 
trimmed with beige kid.” 





A Correction 


In the April 7 issue of the BooT AND 
SHOE RECORDER, description of price of 
the shoe illustrated in the advertise- 
ment of the Huntington Shoe and 
Leather Company, page 45, were inad- 
vertently omitted. The shoe illustrated 
is number 522, tan calf, and number 





WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


Recommended for Counters, 
Innersoles and Heel Reinforcers, 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit NewYork Chicago 











523, black calf, in stock, widths B, C | 


and D and is priced at $4. 





New Nisley Store Open 


INDIANAPOLIS, IND. (UTPS) — The | 
| new Nisley Shoe Shop was opened on 


Thursday, March 22, at 44 North 
Pennsylvania Street, in charge of E. J. 


Everly, formerly with the firm of Ev- | 


erly & Ransom, dealers in high grade 
shoes at Mount Vernon, Ohio. Mr. 
Everly disposed of his interests in the 
firm of Everly & Ransom when he be- 
came manager of the Nisley Shop at 
Indianapolis. The new shop is designed 
after the style of all the Nisley stores 
with its mirrored entrance and decid- 
edly plain yet artistic fixtures. One of 
the features of the new shop is the 
small hosiery unit. According to Mr. 
Everly the hosiery which is the com- 
pany’s own packing, is of superior 
quality at popular prices, and will be 
featured extensively in Indianapolis. 





White at Birmingham 

PHILADELPHIA, PA.—Ernest White, 
who represents J. Edwards & Co. in the 
South, will be at the Birmingham con- 
vention at the Tidewater Hotel on the 
16th, 17th and 18th. 


To Show at Convention 


NEw York, N. Y.—The Golo Slipper 
Company will exhibit a full line of 
Deauville sandals and boudoir slippers 
at the Southeastern Shoe Retailers Con- 


vention, Hotel Tutwiler, Birmingham, | 


Ala., April 16, 17, 18 and 19. B. 





G. | 


' Weiner will be in charge of the exhibit. 








Colored 
Chrome 
Sides 


Senge & Cobb, ine. 
joston, Mass. 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Beston, Mass. 

















WHERE TO BUY 


Store Fixtyres 


GOOD WINDOW 
FIXTURES 
¢ Sture Deséivners and Ruilders 


c L. GOODWIN & CO 
WORCESTER, MASS 
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WHERE TO BUY 
Slipper Supplies 
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POMPOMS AND ROSETTES 
The right merchandise at the right price. 
amples sent on re 


4 
SLIPPER SUPPLY CO. 
New York City 


8 
HY-GRADE 
693 Broadway 











DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Shoe Buckles 
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SHOE BUCKLES 
A. & H. VEITH, INC. 


—I mporters— 
9-11 East 38th, New York 
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CUT STEEL 
BEADED-RHINESTONE 
“Decidedly Different” 
Importers 


MAISON MANN, INC. 
‘ormerly 
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BAUER & MANN 
3 West 20th St... New York 
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TrirarR! & De ALTERIS 


Importers and Manufacturers 
CUT STEEL BEADED 


RHINESTONE 
SHOE ORNAMENTS 


101-103 West 37th Street, 
City 


New York 
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WHERE TO BUY 
Children’s Shoes 
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“ELAM 99 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 

















A Little Bull from 
Durham 
[CONTINUED FROM PAGE 61] 


ing, are a mistake, especially in a'| 
store catering to a good class of | 
folks. A good liberal P. M., prompt- | 
ly applied, will clean up the shoes | 
that need to be sold, while they are 
yet cleanable. If one waits for set 
sale times before cleaning house, it 
is more than often too late. 

“A shoe may be good in February, 
fair in April, yet absolutely dead in 
June, so why wait until July to sell 
it at a big loss, when the cost of the 
shoe plus the overhead of doing busi- 
ness may be obtained from a satis- 
fied regular customer in March? 

“A smart merchant can turn his 
invested money over at least four 
times a year. He can’t do it, how- 














ever, if he waits six months to clean 
house. At sales, invariably the good 
stuff goes first, while the stickers 
still stick, the store looks like a junk 
shop, and the business is conducted 
at a loss. 

“It is good to hear customers ask- 
ing for shoes that fit them, rather 
than for certain numbers. It is said 
that the South is the last part of 
the country to awake to the harmful 
effects of short shoes. In this store, 
for instance, until a few years ago, 
we bought women’s shoes from A to 
D widths, now it is AAAA to B, and 
we wonder how long before manufac- 
turers will have AAAAA lasts, that 
| Seem so necessary in sO many cases. 

“Concentration of lines may be 
accomplished much more readily if 
merchants will analyze their own 
business. There are many different 
kinds of stores, even many different 
kinds of a common type, as family 
shoe stores. Fully appreciating that 
high grade and cheap shoes cannot 
be successfully merchandised in one 
store, is a great help in finding out 
just what kind of goods to concen- 
trate on. In our store we have just 
three lines apiece on each side of the 
house. That fact, also, has a great 
bearing on the ‘No Sale’ policy of the 
store, inasmuch as fewer lines mean 
fewer odds and ends.” 








* * * 


| 
| Personal Letters Which 
| Pull Profit 


HAT has eight legs and likes 
the retail shoe business? 
Why, the quartette comprising the 
Dickey-Bobbitt-Foster Co., of course. 
On their letterheads they are listed 
as J. D. Bobbitt, S. M. Foster, J. C. 
Wynne and D. T. Dickey. All four 
are “belongers” or “joiners” so their 
trade is mostly of a personal nature. 
It therefore follows that many are 
the personal letters sent to the trade. 
Judging from comments received, 
the following is the best letter ever 
sent out: 

“The peacock has UGLY feet: 

“While the peacock is the proudest 
of birds, it is said that his gorgeous 
plumage droops in shame when he 
glances at his feet—for his feet are 
very, very ugly indeed. You are fa- 
miliar with the truth that this il- 
lustrates: 

“The appearance of the most strik- 
ing costume can be ruined by un- 
sightly shoes. And a poorly fitted 
shoe is the world’s greatest joy- 
killer. The fit of a shoe has as much 
to do with its appearance as the ma- 
terial and quality. We actually fit 


“Our many years’ experience in 
fitting shoes correctly, coupled with 
our reputation for VALUES, insure 
you satisfaction on every purchase, 
We sell shoes—the kind of shoes that 
fit right, look right, and ARE right; 
shoes that justify pride. 

“Do Durham people appreciate this 
kind of service? We are grateful 
that during the past six months our 
volume of sales has increased OVER 
ONE-THIRD. Judge for yourself! 

“The very newest creations in 
fall footwear, that are made to jit 
and look and wear well, are ready fur 
your inspection. Without obligation, 
we'll be delighted to show you. 
We'll expect you to drop in the ne:t 
time you are down street. 

“Thank you!” 


Who Sold What 


for Easter P 


[CONTINUED FROM PAGE 57] 


ORTLAND, Ore.—Harry R. 

Cummins—The shoe volume for 
Easter week this year was 30 per 
cent less than last year with same 
weather conditions. Honey-beige is 
the best selling color with 30 per 
cent of the sales of patent leather 
volume on box heels. Single straps 
and colonials selling best. Men’s 
business better than last year. Buy- 
ing 60 per cent tan and 40 per cent 
blacks in medium square toes. 








your feet. 


** * 


EATTLE, Wash.—Ben H. Bax- 

ter—Easter business this year 
about the same as last. Best sell- 
ing styles with us were strap slip- 
pers which accounts for about 5) 
per cent'of the business. Colored 
kids ran about 50 per cent, with 
black patent second. 


* * * 


~ OS ANGELES, Cal.—Wetherby- 
Kayser Shoe Company—Eas 
ter business compared quite favor 
ably with a year ago. Pumps an 
one straps most desirable. Wove: 
leather styles exceedingly popular 
Honey-beige and white jade receiv 
ing greatest demand. Whites com 
ing strong. Reptiles very good 
Patent leather remains popular 
Black satin fairly active. Some cal 
for red and blue kid. 
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ordinary juvenile shoes. 










Stock No. 6211 
Moccasin Toe Oxford 
The Always Popular Brown Elk 
Comes with Flexible Spot of 
Gold Spartan Soles, Water 
Resisting ‘awn Leather 
Lining. Fast Color Eyelets 
Goodyear Stitched 

IN STOCK 
4to 8 D-E 8 to 11 C-D-E 
ll to 2 ¢-D 

















Brooklyn Specialists in Leather Bows 


Illustrated is Bow No. 4293, particularly good 
on Patent Leather pumps, or shoes of instep 
gore construction. It can be made in all 
combinations of leathers. 

This is typical of the smart new Vanity crea- 
tions for Summer and early Fall. 










Catalog and Samples 
on Request 







Obtainable through your manufacturer only. 









Nature Footwear Corp. 


Brewer, Maine 























1261 Atlantic Ave., Brooklyn, N. Y. 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in ‘order that advertisements be published same week. 


Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum charge 75c. 


ALL OTHERS 


7c. per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
. advertisers, as amounts are too small to open accounts. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Rare Opportunity for 
Real Salesmen 


Two Distinct Specialty Selling 
Programs Combined in One. 
Men’s and boys’ work and dress shoes. 

Complete high grade stitchdown line. 
Both lines extensively advertised. 
Large floorstock carried at all times. 
Unusually liberal commission to the live 
wire producer. We have some good open 
territories for real salesmen. Give full 
information in writing 

D-420, 
care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








WANTED— 
SALESMEN 


for live side line of boys’ popular priced 
Calf Skin and Kips. IN STOCK. oung 
men's advanced styles in boys’ shoes that 
l and repeat. One case—14 samples. 
6% on sales and mail orders. Exclusive 
sale to men with established trade travel- 
ing by auto in following territories: 
(Correspondence strictly confidential.) 
etete-Racytand—Esawave 
Alabama 
Missouri 
North and South Dakota 


Address D-408, care Boot and 
Shoe Recorder, 189 West Madi- 
son St., Chicago, Ill. 





SALESMEN WANTED for 


your income. 
Boston, Mass. 





Commission 5%. 


OHIO-ILLINOIS (Chicago excepted), MICHIGAN 
(Detroit excepted), 
YORK STATE and NEW ENGLAND. To sell a short line of (6 shoes) smartly styled and well 
constructed. MEN’S dress oxfords welts that can retail at $3.50. 


IN-STOCK. They do sell fast and in Volume. 
Address D-426, care Boot and Shoe Recorder, 207 South St., 


IOWA, INDIANA, NEW 


Can be carried as side line— |; 
A real opportunity to increase || 









High grade Boys’ welts. 






application. 


Ohio, Indiana, Western Pennsylvania, Kentucky, Tennessee, West Virginia. 
We have this territory open for experienced salesman 
familiar with better accounts in these states. Liberal commission basis. Can be 
carried with high grade non-conflicting line. 


NEENAH SHOE COMPANY, Menasha, Wisconsin 






Give full particulars with 









SALESMAN 


with proven record to repre- 
sent manufacturer of men’s 
medium priced quality shoes. 
Western Pennsylvania, Illinois 
and Indiana territories now 
open. Possible opening in 
Northwest district. 

Address D-428, care Boot and 


Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMAN WANTED 


With established trade in the following 
territories: 


OHIO MICHIGAN 


To sell a well-known line of popular 
priced Pennsylvania made shoes. 
Children’s, Misses’ and Young Ladies’ 
Welts and McKays. Women’s Welt 
Arch Supports. 

Infants’ and Children’s Turns and 
Stitchdowns. 

In making application, state territory 
covered, who represented for last three 
years, and shipment. 


Address D-437, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


April 14, 1928 

















SALESMEN: 


With established trade. MINNE- 
SOTA, WISCONSIN, IOWA, ALA- 
BAMA, MISSISSIPPI, LOUISIANA, 
TEXAS territories are open. Up- 
to-the-minute line of Women’s 
Novelties, to retail from $4 to $6. 
Every style carried in stock in 
quantities and widths. Liberal 
commission arrangement. Will con- 
sider applications of men who carry 
another non-conflicting line. A real 
opportunity for live wires. 


Address D-431, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 








SALESMEN WANTED 


We have several good territories open for 
salesmen with experience and an estab- 
lished trade who want profitable perma- 
nent connections. Ours a fast selling line 
of women’s novelty McKays. Good oppor- 
tunity for live wire salesmen. Address 

u-Stiles, Incorporated, 1330 
Washington Ave., St. Louis, Mo. 











ANTED—Experienced salesmen in Middle 

West, Western and Southwestern States, to 
carry as side line. medium grade children’s and 
misses’ genuine Goodyear Welts. State experi- 
ence and territory in first letter. Address D-417, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





dress D-409, 
207 South St., 


ALESMAN WANTED:—We have an open- 
ing in several states for a side-line salesman, 
carrying our line consisting of a 


oe novelties and spats. 


Boston, Mass. 








general line 
Applicants must 
submit references with their first letter. 
care Boot and Shoe Recorder, 





N experienced salesman wanted who under- 

stands the shoe business and who has had 
experience selling to shoe manufacturers. In- 
terested only in_ successful salesman. If 
interested write full particulars. Address 
D.434, care Boot _and Shoe Recorder, 189 W. 
Madison St., Chicago, III. 








Hosiery Sideline 
Novelty Full Fashion Hosiery line. Ex- 
cellent proposition for shoe salesmen. 
Liberal commission. Write 

RADIO HOSIERY COMPANY 


1409 Washington Ave., 
St. Louis, Mo, 











RARE OPPORTUNITY :—We are changing 
representatives in the following states in 
which we have established trade: North Caro- 
lina, South Carolina and Missouri. Want men 
to carry our line of In-Stock leather house 
slippers as side line. Must live on territory 
and cover same close by auto. Give full particulars 
in first letter. No drawing account. Weekly 
settlements against orders received. Twenty 
men now successfully selling line. Easiest sell- 
ing commodity in shoe game today. Maid-Rite 
Corp.. (Manufacturers), 35 York Street, Brook- 
lyn, N. Y. 
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SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 











ALESMAN WANTED:—A grand opportun- 
S ity for experienced resident salesman_ with 
a good following to handle a line of Cotton 
Shoe Linings. Open territory—Chicago, St. Louis, 
Philadelphia, Cincinnati, Columbus and New 
York State. Straight commission. Address 
p-421, care Boot and Shoe Kecorder, 207 
South St., Boston, Mass. 

ALESMEN WANTED:—Desire to secure 
S the services of high grade shoe salesmen in 
the States of Texas, Missouri and Kansas. We 
manufacture our well known line of children’s 
Hapytoz First Step Turns, Spring Heel Turns 
and New Process Stitchdown Welts and _ main- 
tain complete IN-STOCK department. Highest 
rate of commission paid. Unusual opportunity 
for strictly high class salesmen. W. C. Goodger, 
Inc.. Rochester, N. Y. 








W i have a few very desirable territories open 
in the South and Southwest. Fast selling 
line of women’s “red-hot”? novelty shoes, “In 
Stock” to retail at $4, $5, and $6. Strictly 
commission basis. A wonderful opportunity 
for real producers with established trade. 
Wm. Marks Shoe Co., 1406 Washington Ave., 


St. Louis, Mo. 





GALESMEN wanted in all territories to sell 
on commission basis the latest novelties and 
staples in men’s, women’s and children’s felt, 
satin and leather slippers, soft and hard soles, 
for an old established concern. Only those need 
reply who can furnish best references, and can 
sell to good accounts in case lot quantities. 
No objection if handled as side line. Give full 
particulars in first letter. Address D-415, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York City, N. Y. 


ALESMEN with following wanted to _ sell 

short IN STOCK line of women’s ARCH 
CORRECTIVE shoes to retailers. Commis- 
sion six per cent. Line retails for $4. Detroit, 
Pittsburgh, Baltimore, St. Louis and Chicago 
districts and New York State open. Send all 
information, references, etc., in first letter. 
Address D-435, care Boot and Shoe Recorder 
Publishing Co., 207 South St., Boston, Mass. 








L'’ E wire salesmen with established trade to 
sell a snappy line of women’s up-to-date 
novelties, carried in stock to retail at $4, $5 
and $6, in the following States: Upper New 
York, Michigan, including Detroit, Ohio, IlIli- 
nois, including Chicago. Only real producers 
i A-1 references need apply. Address 

2, care Boot and Shoe Recorder, 207 
South St., Beston, Mass. 





IDE line for shoe salesmen, beautiful samples, 

selling at sight. Liberal commission. Re- 
orders protected. State references. Advise 
territory. Address D-423, care Boot and Shoe 
Recorder, 239 W. 39th St., New York City, 
N. Y. 





SALESMEN WANTED for_Indiana, Missouri 
and Kansas. Must reside on territory and 
travel by auto. Children’s and women’s welts, 
McKays and stitchdowns. Large stock depart- 
ment. Commission basis. Will consider appli- 
cations of men who carry a_ non-conflicting 
line. Address D-424, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


SALESMAN for Texas. Must reside on terri- 
tory and travel by auto. Children’s and 
women’s welts, McKays and stitchdowns. Large 
stock department. Commission basis. Address 
1-425, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








HREE salesmen wanted to sell snappy line 
of women’s arch corrective welts carried in 
stock to retail for $5 and $6. Commissi 


SALESMAN WANTED by New York whole- 
saler of up-to-the-minute women’s novelties 
at popular prices that has established trade to 
turn over in Pittsburgh and surrounding terri- 
tory. Also other territories now available. 
Address D-433, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





ANTED—Salesmen to carry our line of 

Men’s Spats on liberal commission. Very 
few samples’ For full particulars address 
B-W Manufacturing Company, 217 East 8th 
St., Cincinnati, Ohio. 








LINE WANTED 








Important to Manufac- 
turers of Women’s Shoes 


A real Salesman, splendid reputa- 
tion, widely acquainted with best 
buyers in Middle and Northwest 
will be open May Ist to represent 
responsible manufacturer of Turn 
or Welt Shoes that will appeal to 
the better trade. Address D-432, 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 














Fok SALE—Shoe store in one of the best 
cement manufacturing towns in Pennsyl- 
vania. Population 10,000. Doing business 
$40,000 per year. Will sell store and building 
to right party. Stock per inventory if inter- 
ested, answer D-427, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. No 
agents will be considered. 








PROPOSALS 


EATHER, U. S. MARINE CORPS, QUAR- 

TERMASTER’S DEPARTMENT, ASH- 
INGTON, D. C. SEALED PROPOSALS, i 
duplicate, will be received by the Depot Quar- 
termaster, U. S. Marine Corps, 1100 South 
Broad Street, Philadelphia, Pa., until 11 A.M. 
24 April, 1928, and then be publicly opened 
for furnishing 9000 square feet russett leather 
and 5000 pounds buff leather. Proposal blanks 
and other information may be obtained upon 
application to this office and the Depot Quarter- 
master, U. S. Marine Corps, Philadelphia, Pa. 
C. L. McCawley, Brigadier General, The Quar- 
termaster, Schedule No. 508. 











WANTED TO PURCHASE 








Sell Us Your Left Over 


New York Export Purcnasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











FOR RENT 








TO LET 


Daylight Space for Light or 
Heavy Manufacturing 
30-40c. per foot with heat—large freight 
and passenger elevators—extremely low 
insurance rates—live steam at small cost 
—large labor center ideal for shoe manu- 
facturing. Mr. S. P. Kay, 16 New 

St., East Boston, Mass. 

















POSITION WANTED 


OSITION WANTED:—As~ manager or 
» salesman in retail shoe store or department. 
Single, age 27. Eight years’ experience in buy- 
ing and selling shoes. Also window trimming. 
Good references. Address D-430, care Boot 
and Shoe Recorder, 239 W. 39th St., New 
York City, N. Y. 








SHOE Buyer now connected with large middle 
west concern desires to make a change. A 
successful record of merchandising several 
large shoe departments. Age 39. Best of 
references. Address D-436, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








FOR SALE 





paid every two weeks. Only territories open 
are Chicago, and West of the Mississippi ex- 
cluding Texas, California, Oregon, Washington 
and Nevada. Address D-429, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





SHOE Salesmen to carry side line of felt and 
leather soft slippers on commission basis. 
Antonoff Novelty Slipper Co., 71 Greene St., 
New York City, N 





STATE Salesman wanted—must be mature, 

refined, good personality, reliable. Full time. 
commission basis. High class equipment, ex- 
lusive patents. Knowledge of shoe lines val- 
uable but not necessarv. Need auto. Write 
‘ully. X-Ray Shoe Fitter, Inc., Milwaukee, 
Wisconsin. 





Information for Shoe Merchants 


The advertising pages of the Boot and Shoe 

an almost inexhaustible source 

~ information as to where what to buy. 
are of your closest attention, 











FOR SALE 


Cash register—electrically driven—prac- 
tically new. Specially adapted to retail 
shoe store requirements. Write— 


Devine & Yungel Shoe Mfz. Co. 
Harrisburg, Pennsylvania 











HOE BUSINESS FOR SALE:—Good clean 

stock of shoes, all good lines, going business, 
city of over 12,000 and growing fast; center 
of wonderful farming country. Genes of busi- 
ness well located and owner will give satisfac- 
tory lease; stock inventories at $5,500, fixtures 
at $1,000. Sealed bids received up to April 15, 
1928. No bid under $5,500 considered. Highest 
and best bid buys the business. Send bids or 
inquiries to the Trust Department of The Union 
National Bank, Fostoria, Ohio. 








MERCHANT NEEDS 





What Royal 
Waterproof 
Leather Dyes 


and Renewers 
Will do to the 
Leather for Shoes. 


It will make the leather waterproof; and 
give a fine lasting lustre finish to the 
leather. If soiled, just clean with water. 
The leather will not break or crack, and 
the shoes will not burn your feet as the 
pores of the leather stay open. You will 
save a great deal of time and labor through 
applying the dyes to the leather. 

We make four different compounds of water- 
proof Black and colored dyes. 

In Patent, Glazed, Gold Lacquer finish and 
all general leather dyes for the trade—all 
waterproof. 


Sample bottle 30c any compound. 


EMIL RUBLACK 


Office and Salesroom 
140-142 West Broadway 
New York, N. Y. 
Established 1908. 


Laboratory and works, 
Bergenfield, N. J. 














OSTABLisME® * 


LAB ELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


We5-27) LEXINGTON AVE . BRODKLYM. wv 
AMERICA’S CREATEST 
SHOE CARTON @& LABEL MPCS 








Dee rag rereer 





BOOT AND SHOE RECORDER 





April 14, 1928 














MERCHANT NEEDS 





HOTELS 


MERCHANT NEEDS ~— 











Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 








ON THE OCEAN FRONT 


ov Breakers 


ATLANTIC CITY, N. J. 


Styles may come and styles may go—will your 
good health go on forever? Guard it by a rest 
in Atlantic City at The Breakers. 

Joel Hillman Julian-A. Hillman 








President Vice-President 











MERCHANT NEEDS 

















KDI RENN Ee 


HOTELS 




















Now 5; pring—Then Summer 


at the 


ST. CHARLES 


On the Boardwalk— Atlantic City 
OU'LL have a new sort of enjoy- 
ment during these seasons which 

form a considerable, mild and balmy 

slice of the year. 








DHE OSCAR ONKEN | Te) 


Display Fixtures of Quality 
IN WOOD ONLY, BUT IN MANY PERIODS 





Do You Need New Fitting Stools? 


This one, and the other one we make, are 
without parallel for strength, comfort and 
convenience. 





Stools Are Priced from $4.00 Up. 


iia 


Manufacturers for 47 Years 
Of interest to the Window Dresser 
ASK FOR DESIGN BOOK A-11 


We manufacture 
Show Window 
Display Fixtures, 
Shoe Fitting 
Mirrors, Folding 
Shoe Chairs, etc. 





| SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 


One of the Two Best Lines Made 


CINCINNATI, QO. 














—S_ 
The CAHILL CARTON 


THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 





MARRISBURG, Pa 


HARRISBURG, PA. 





EMRAK| 


Not only good as a shoe rack, but 
also very handy for towels, ties, 
etc. Useful to everybody. 


$1. 





Retailer 
Steel, bronze 
or black en- 
amel finish, 
two sizes, 20 
inch and 24 
inch (standard 
door size). 
Each Remrak 


complete with 

screws and di- 

rections in a 

box. 

$7.20 a dozen 
bexes. 


Send your or- 
der—they sell 
on sight. 





R. .E. MILLER 
21 Pearl St., New York 

















YW LX 
MAX XXX rey XY 
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H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices, 


| | Heyue cod OY. ake hefie dd ) 


Baltimore, Md.; Boston, Sues Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 


Los Angel les, Calif.: New York, N.Y.; 
Philadelphia,Pa.; St.Louis,Mo.; Port-, 
» Oregon; San Francisco, Calif, 











Information for Shoe Merchants | 
“Where to Buy” consti- | 
tutes a source of knowledge | 
so that he who runs through | 
these pages may read—and 
learn. 
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Laced-to-toe or bal. 


able corrugated suction soles. 


Little Gents’ 





J. A. KEMLER 


Brown or white heavy duck, dur- 


(6-10%) (7-1014) (8-104) 

vou PTOETEERERETITT TET Re. 
11-2) (12-2) (18-2) 

| BOye’? cocccccccccccccscsesece 60c 

| "hy 3%) (2%-5) (2%-6) 

MEMS cocssccccccccccscoces 62 %e. 

(6%4-8) (6-9) 


TRIMMED TENNIS SHOES AT LOW PRICES 


| Perfect Goods— 





or 
White 


5 Und Dicdriced” 


Every Pair Guaranteed 


108 Lincoln St., Boston, Mass. 


HEAVY TRIMMED SHOES 


Duck, with 
rubber out- 


Brown or white Heav 
heavy-weight moulde 


soles. Laced-to-toe style. 
Boys’ (2%-6) wcccccces 
Youths’ (11-2) ...ssee% } 81.00 


Also few cases of Men's 2nd quality Black 
or Tan Scout Shees with compesition 
Sport Soles, $1.55. (6-9) (6-10) (6-11). 


AU Packed 24 pairs to @ case. 
Au prices NET—F.O.B. Boston. 























“MERCHANT NEEDS 








| VINDOW 
DISPLAY Fi FIXTURES 


SEGALLé SONS 


923 ARCH ST. 
PrlLADELPHIA, PA. 
ARE BUSINESS GETTERS 





Forty Years with the 
Boot and Shoe Recorder 


Boston, Mass.—George W. R. Hill, 
of Brockton, Mass., was the guest of 
honor at a dinner here on April 5 in 
celebration of the fortieth anniversary 
of his connection with the BooT AND 
SHOE RECORDER. 

Mr. Hill, who served his publishing 
apprenticeship with the Brockton Ga- 
zette, joined the editorial staff of the 
BooT AND SHOE RECORDER on April 5, 
1888, six years after the publication 
had been founded by W. L. Terhune, 
father of E. B. Terhune, now president 
and general manager. Later, Mr. 
Hill joined the staff of advertising so- 
licitors with which he has been identi- 
fied until a few years ago, when he 
blossomed forth as “Uncle George,” in 
charge of the Information Department, 
in which capacity he answers literally 
hundreds of inquiries every month 
from shoe manufacturers and retail 
merchants and does yeoman service in 
trade research. 

Mr. Hill was the recipient of a hand- 
some gold and silver cigarette case 
and, at the dinner, telegrams of con- 
gr atulation were read from prominent 
members of the shoe trade in al] parts 
of the country. The dinner, attended 
by W. L. Terhune and by the Eastern 
staff of the Boor AND SHOE RECORDER, 
was held at the Harvard Club. 











Color and Design Scholarships 


NEW YorRK, N. Y.—Scholarships | 
in textile and design schools to “en- | 
courage and develop a finer appre- | 
ciation of color in the youth of | 
America” will be established by the | 
Textile Color Card Association, ac- | 
cording to an announcement made | 
by Edward S. Johnson, president of | 
the association, at its annual meet- 
ing and luncheon on April 5 at the 
Hotel Astor. Mr. Johnson further | 
stated that the directors of the asso- | 
ciation would appoint a committee to | 
formulate the details of the scholar- | 
ship and to select the schools which | 
would be the first to benefit. He also | 
announced that the association 
planned to conduct a membership 
drive to be organized along indus- 
trial lines and that committees 
would be appointed to represent the 
various industries which the asso- 
ciation is now serving. 

Speakers at the meeting included 
Richard F. Bach, Associate in In- 
dustrial Arts of the Metropolitan 
Museum of Art, and Charles R. 
Richards, Director of the Division 
of Industrial Art of the General 
Education Board. Mr. Bach spoke 
on “Our Industrial Art—The Awak- 
ening.” Mr. Richards’ subject was 
“Color and Modern Art.” Mrs. 
Margaret Hayden Rorke, managing 
director of the Textile Color Card 
Association, in describing the work 
of the association during the past 
year, said that “the thirteenth year 
of the association’s activities has 
been the most prosperous.” 

A “Ballet of the Shadow Shades,” 
danced by Maria Gambarelli and 
twelve of the Gamby Girls, was ar- 
ranged by Mrs. Rorke “to dramatize 
the shadow shades by movement of 
the dance.” The soft, misty tints 
created by the association for the 
spring season were worn by the nude 
dancers. Miss Gambarelli, who is a 


| top to toe.” 





pupil of Fokine, has danced in the 


ballet of the Metropolitan Opera 
House, in the Russian Ballet and in 
the ballet of Pavlowa, and has re- 
cently been premiere danseuse at 
Roxy’s Theater. 

Summarizing the work of the as- 
sociation since its organization in 
1915, Mrs. Rorke said: “The asso- 
ciation has issued since its founding 
275,000 color cards which when open- 
ed and placed end to end measure 860 
times the height of the Washington 
Monument and will stretch from 
Thirty-fourth Street, New York 
City, to the Liberty Bell in Phila- 
delphia. The association has created 
for industrial purposes 1642 colors, 
all of which have been commercially 
standardized under its established 
system. It is now coordinating with 
every branch of industry’ that 
clothes the American woman from 
She also reported that 
the association had just released the 
new revised eighth edition of the 
standard color card containing 192 
staple shades. Eight new colors 
have been added to this card be- 
cause of their industrial importance 

Mr. Bach, who in addition to his 
work as Associate in Industrial Arts 
of the Metropolitan Museum is also 
Associate in Industrial Arts of the 
American Federation of Arts and is 
on the board of advisors of the 
Textile Color Card Association, said 
that rapid mechanical growth de- 
velops technique but ignores beauty 
of color and design. Yet materials 
without artistic design and color 
cannot sell an object of industrial 
art. The public is now demanding 
art in business, he said. Therefore 
manufacturers are making an effort 
to improve design by engaging 
better talent, by research, and by 
study in museums. “To restore art 


to industry without taking the in- 
dustry out of art will be the great 
work of the next half century.” 
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The Boot and Shoe Recorder 
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Getting More Shoes Sold Right; not only “more” but “right’’; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 


shoe merchants. 
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first national interest after 

April 21 is “shoes for sport or 
of sport dress interest.” After-the- 
first-of-June styles must have gay- 
ety of line and color. Mid-summer 
shoes must show some touch of sea- 
sonal cleverness to get the money. 
We have an opportunity in this issue 
to show the merchant how he can 
tickle the public purse when it is 
sport inclined. 


HERE is great value to re- 

emphasis. Certain of the high- 
lights in the styles report of last 
week deserve interpretation. We 
therefore give to any forward- 
thinking merchant some of the fea- 
tures of the conference meetings 
that will serve as a guide to the buy- 
ing of shoes for early fall consumer 
acceptance. 





HERE is developing a 


very 

strong impulse within the trade 
to get together the tanner, supply 
man, manufacturer and retail mer- 
chant, all to work in harmony to see 
to it that the American public is en- 
couraged to use more pairs of shoes. 


All these factors in industry have 
an interest, pair by pair, to the con- 
sumer at the fitting stool. No in- 
dustry moves forward at a greater 
rate of speed than its slowest unit. 
It is natural for shoes, purchased in 
numbers and sold in single pairs, to 
be the slowest moving division of 
trade. Sizes and widths have a lot 
to do with this condition. We hope 
in this issue to be able to show the 
way to unlock the consumption 
power of the American public. 
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STYLE~BUT NOT STYLE ALONE 


Our Pedigo-Weber Shoe Company, outstanding manufacturers of 

women’s fine footwear, are using INVISIBLE MIDDLESOLE as a means 

of providing better wearing qualities and greater comfort in their 
STYLE CREATIONS 








additional talking points for your sales people — spe- 


Mr. Shoe Buyer — INVISIBLE MIDDLESOLE will mean 
cify that your manufacturer use it in your next order 





BECKWITH MANUFACTURING COMPANY 
eManufacturers of Uulco ‘Products 
STATLER BUILDING BOSTON, MASSACHUSETTS 
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ABOUT WOMEN’S HOSIERY 


The Market Trend and Other Things 


SOLIDS AND CLOCKS 
The Trend in Men's Hosiery 
THE COLOR TREND 
Best Sellers Charted 
A 15 PER CENT DEPARTMENT 
Pays the Store Rent 
TWO PAIRS OF HOSE 
To Each Pair of Shoes 
THE PERFECT FOLLOW-UP 
After Shoes Are Sold 


NEW THINGS IN THE MARKET 


Illustrated 


30,000 PAIRS SOLD BY MAIL 
In One Week 


THIS AND THAT 
Ideas Culled from Here and There 


NEWS O’ THE MARKET 


About People and Merchandise 
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For every Gordon Hosiery number F 


THERE’S A STYLE REASON— 








For the Gordon Narrow Heel 


It’s designed to repeat the pattern of the slim 


Yo 
new lower heels of the spectator sports and street! 

1 ual 
shoe. Well-groomed women seek fashion-correct| wil 
accessories such as this. | fin 

for 
tin 
Ho 


For Gordon Shadow Clocks - 


And Gordon Shadow Clocks are arrowy accents 
9 of the smart slim line of the tailored and sport! 


frock, perfect complements of the new sport , B 


x 
shoes. i 
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§ Hosiery and Shoe Store Accessories 





For Gordon V-Line Stockings 


The Gordon V-Line stocking is the essence of the 
modernistic in hosiery making and design. It is the 
choice of smart women everywhere for wear with 


high-heeled opera pumps and evening sandals. 





Your better customers are seeking style and individ- 


' uality. Create a style section in your hosiery department 


| with a complete Gordon line where smart women can 


find exactly the right stockings decreed by Fashion 


for every requirement of their wardrobes. These dis- 


' tinective numbers are exclusive features in Gordon 


Hosiery, recognized by women everywhere for quality 


and value. 


BROWN DURRELL CO. 


> New York, 11 West 19th Street - Boston, 104. Kingston Street 
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Thornless Roses & 2 @ 
aa Pointed Heels a a 
and a cargo of treasure 


AA 


N the hosiery field of today, 
pointed heels are the full-blown, 
beautiful roses-——but many of them 


conceal painful thorns. 

A A 
In TREZuUR have full-fashioned, 
pointed heel, silk hosiery of superlative 
quality. 


you 


A A 
The hosiery department built around 
TREZUR is assured of a never failing 


source of supply. It is the one line of 


full-fashioned, pointed heel, silk hosiery 
which is moderate in price but high in 


quality, which gives you that much 


sought for and highly desirable repeat 
business. 

AA 
“When your chip comes in,” have it 
loaded with a cargo of TreZurR, for 


there’s treasure in TREZuR for you. 
AA 


TREZwR fuil-fashioned, pointed heel, silk 
hosiery is manufactured under a license 
of the Landenberger patent, No. 1,111,- 
658. It is the “thornless the 
pointed heel, full-fashioned silk hosiery 
field. 


rose” of 


A A 
We will be glad to send you our new 
spring shade card and catalog of styles. 
A A 


Combine Hosiery Corporation 
1107 Broadway, New York 
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Improved silk 
net hose with 
high spliced heel 
and foot and leg 
knitted in one 
unit eliminating 


side seam. From 
Lehigh Silk 
Hosiery Mills 





A bout 


WOMEN’S 


é ITH the tendency for en- 
W semble dressing, the harmon- 
izing of the complete costume. 


| hosiery is growing more and more 


important each day. Women are 


' eager for real information about 


hosiery, for knowledge of the proper 
type and color of hosiery to be worn 
with certain costumes and for 
definite occasions. The fact that 
hosiery style shows, to which the 
public is invited pull such large 
and interested audiences is more 
than a straw in the wind. About a 
month ago a hosiery style show in 
West Palm Beach drew some of the 
nation’s society women all the way 


Hosiery and Shoe Store Accessories 


H astery 


across Lake Worth. Hosiery sales- 
people who come in contact with 
the public must “know their stuff” 
these days if they want to stay in 
the game. The average woman 
doesn’t know all she should about 
hosiery and is eager to learn more. 
It is up to the retailer and his sales- 
people to teach her. 


ET hosiery, whether of silk 
AC or lisle, are making history 
these days. Since American pro- 
ducers have jumped into the pro- 
duction of this type of hosiery, the 


public has taken to them with 
alacrity. What the future will 











OOF f you follow this list of 


HOLYOKE COLORS, you assure 


your customers the refinement of 
harmonized footwear. 


HOLYOKE COLOR 


CEYLON 
NINON 


ALI BABA 
RANGOON . 
SHANTUNG 


HONEY 


CARACUL 


TAWNY 
MECCA 


BAGDAD 


CAIRO 
DUST 


BLOSSOM 
CANTON . 


OPAL 
TEA ROSE 


SHELL PINK 


MAUVE 


MOONLIGHT 


efOWIG@\o 


SHOE COLOR 


Grey or Black Patent 

All White 

Volume Black 

Black Pat., Reptile or Suede 
Volume Light Shades 
Volume Light Shades 
Volume Black or Tan 
Gumwood No. 1 

Rose Blush No. 1 

Black Patent or Rosewood 
Black Lizard 

Black 

Volume White 

Volume Black 

Black Patent or Grey 


Gold, Silver, Brocade 


wy a olyoke 


453 Washington St. 
Boston 


SILK HOSIERY 


358 Fifth Ave. 


HOLYOKE, MASS. New York 
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pring forth is an enigma. The 
problem just now is one of price. 
Starting as a high grade proposi- 
tion, fine nets selling around $3.00 
or more a pair found favor with 
the public. Then came cheaper and 
still cheaper nets. Several retail- 
ing at $1.95 a pair are now on the 
market and no one is sure that this 
is the low mark. 
Rumors of a_ net 
stocking to be sold 
at retail at $1.65 a 
pair are current. 

Manufacturers of 
net stockings whole- 
saling at $30 a dozen 
have found more 
business in the last 
month than they can 
readily supply. In 
the darker tones of 
tan and gunmetal 
silk net hose are sell- 
ing well all over the 
country. The South 
is showing a des‘re 
for lisle net hose in 
the lighter shades 
and more than one 
producer is thinking 
seriously of bring- 
ing out net hose in sports shades. 
Whether the net hose is a dress or 
a sport proposition is another ques- 
tion. Perhaps it is both, at least 
that’s the way the public figures 
it at present. 

And the best advertising line in 
connection with net or mesh hose 
that has come to light is that used 
by Peck & Peck, New York, in 
which the words, “Silken Snare” 
are played up. 


quard 


HE color situation in women’s 
hose at present is a bit puz- 
zling. There isn’t any question that 
the trade has been somewhat disap- 
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Novelty drop stitch 


woven 
hose for women, imported 
by H. Jacquin & Company 
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pointed by the lack of a general 
swing toward the light shades as 
had been expected. The dull tones 
of beige still persist in many quar- 
ters, but there are expectations of 
a general lightening of color as 
the spring and summer season 
progresses. Gray is given a big- 
ger place in the general color 
scheme for spring 
that has been ac- 
corded it for several 
seasons. With the 
blue costume the 
gray stocking makes 
a good color com- 
bination. Then, too, 
gray costumes are 
quite in vogue this 
spring. Of all the 
new colors those of 
the Honey - beige 
tone seem to be get- 
ting the best run 
right now. 


ZATCH for one 


i of the big- 
jac- § eaoe » 3 , 
lisle sport gest seasons in wo- 
men’s sport hose 
that we have yet had. 
Those in the know 


are playing such things as fine lisle 
sports hose in plain colors or in 
small jacquard figures. Men have 
been getting away with a lot of 
color in their sport stockings long 
enough and past history shows that 
any male style that reaches a vogue 
is sure to be adapted to women’s 
use sooner or later. 


> ORE and more picot top 
stockings are going into 


consumption. This added touch to 
fine gage hosiery, while of no defi- 
nite value, other than a feminine 
frippery, has, nevertheless, made a 
strong appeal to fastidious women. 
Several new picot top stockings 
have made their appearance lately. 
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“we have some on ORDER. ... 


they ought to be along any WEEK now 


How many hosiery 
sales do you lose a 
week because you are 
out of the particular 
style, size or color 
your customers want ? 
Multiply this by 52 
and figure the profit 
you sacrifice in the 
course of a year. 


If you are losing 
sales because of in- 
complete stock or 
because hosiery is 
overdue — still on 
order—your store 
needs the Durham 
Retail Sales Agency 
Plan. 


The Durham plan is 
in effect a chain store 
service to independ- 
ent retailers. 


The Durham Plan 
provides you with a 
line of quality mer- 
chandise that sells it- 
self to the same cus- 
tomers again and 
again. We can show 


Durham Hosiery is sold and serviced by these 


ALEX BLOCH DRY cose <> 


lobile. i 


L. DINKELSPIEL CO., inc. 
San Francisco, Cal. 


DURHAM NOTION mates = 


rham, N. C. 


DANA-BARNES CO. 


Charleston, West Va. 


I, EPSTEIN & BRO. 
FARLEY HARVEY CO. 


FERTIG HOSIERY CO. 


Perth Amboy, N. J. 


HAYMON KRUPP & CO. 


SOL. HELLER & SONS 
Wilkes-Barre, Pa. 


HERRIN SUPPLY CO. 


El Paso, Texas 


Herrin, Ill. 








* Savannah, Ga. 
Boston, Mass. 





you a record of 85% 
satisfied users. 





The Durham Plan 
gives you simple, 
common sense, easily 
workable methods of 
running your hosiery 
department so_ that 
you can keep down 
your inventory and 
increase your turn- 
over—the only way 
to make real money 
on hosiery or any- 
thing else. 


The Durham Plan 
makes it unneces- 
sary to stock a lot 
of odds and ends. 
You can do at 
least 75% of your 
hosiery business 
with the Durham 


line alone. 


The Durham Plan 


gives you advertis- 


HEYMAN HOSIERY DISTRIBUTING 
co. Chicago, Hl. 


HIBSHMAN BROTHERS CO. 
Cleveland, Ohio 


HOGAN-ALLNOCH DRY GOODS CO. 
Houston, Texas 


JOHNSTON & LARIMER way Goops 
co. ichita, Kan. 
LAUERMAN BROS. CO. 
Marinette, Wis. 
A. V. LOVE DRY GOODS CO. 
Seattle, Wash. 
WM. R. MOORE DRY goons 
Memphis, Tenn. 
NORTHWEST HOSIERY CO. 
Spokane, Wash. 
NORTON BROS. & mons 
Los Angeles, Cal. 
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ing helps that really 
help move your 
goods. 


Ask the nearest 
Durham District 
Sales Agent to ex. 
plain the Durham 
Plan and show you 
how other merchants 
who are operating 
under it are increas. 
ing their hosiery 
profits. Or address 
Durham Hosiery 
Mills, 328 Broadw ay, 
New York. 


DURHAM HOSIERY 


Made durable in the 
world’s largest 





hosiery mills 








FOR MEN 


In addition to our standard 
men’s numbers we now offer 
a complete line of fancy half 
hose in a variety of attractive 
patterns. New patterns every 
month. 

We also offer a splendid new 
value to retail for fifty cents 
—a pure silk Banner split 
sole sock. As durable as it 
is stylish. 

It will pay you to stock these 
numbers. 











District Sales Agents: 


OBST-McLAUGHLIN CO. 
McKeesport. Pa. 


SCHWARTZ BROS. & CO., INC. 

lew Orleans, La. 
SIBLEY-HESS CO. 
s Sioux City, lowa 


SMITH-TAYLOR CO., INC. 
Richmond, Va. 


THE LOUIS STIX CO. 
Cincinnati. Ohio 


STOVALL-DANIEL CO. 
Augusta, Ga. 


GEO, F. TURNER CO. : 
Amsterdam, N. Y. 


WHEELER & MOTTER MERCANTILE 
co. St. Joseph, Mo. 


ZION’S COOPERATIVE MERC. INST. 
Salt Lake City, Uteh 
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RINE SINS gre Sey toy. 


LAY solid colors with clocks 
P as the one best bet in men’s 

high grade half hose for the 
next few months. Advance business 
points so strongly in this direct’on 
that there is no escaping the fact. 
Fancies, even in the better grade 
hose are not dead, however, and 
if fancies are shown in neat figur- 
ings and the proper color combi- 
nations they will go over. In fact, 
they are going over now. In fan- 
cies vertical stripes are being 
played to lead the field, but very 
small horizontal striped socks, 
frequently with a clock, are good 
sellers.. If you are catering to the 
trade that pays $1 or better for 
half hose, beware of too vivid col- 
ors and too bold patterns. 

Green is one of the smart new 
colors, both in half hose and 
sports hose. Bright blue also is 
showing up in the running. Staple 
light grays, navy blues and tans 
will sell in their usual quantities. 

A recent computation made on 
golf links at Palm Beach showed 
61 per cent of the golf hose being 
worn were of solid colors, chiefly 
of the ribbed variety. Small all- 
over patterns made up 21 per cent 
of the total. Light gray led with 
32 per cent and tan, 22 per cent. 
However, it is likely that green 
will show up more strongly before 
the summer is over. 

Silk half hose for men, except 
for dress wear seem destined to 
give way to lisles this summer. 
From the way things are shaping 
up at present the fine lisles will 


Solids and Clocks 
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Three French lisle hose from H. Jac- 
quin & Co. illustrating the trend in 
men’s clocked hosiery. The center hose 
is ribbed, while the two outer hose are 
plain woven. All are full fashioned 
with hand embroidered clocks in a 
variety of color combinations 





have first call in the higher grade 
half hose. In the lower grades 
mixtures of lisle or cotton and 
rayon are crowding out the cheap 
silks to some extent. 


¢ HILE a wide variety of lisle 

sport hose for men are be- 
ing offered, it is expected that the 
lightweight wools will continue 
in vogue. Camel’s hair sport hose 
in natural and beige shades also 
is showing up more strongly. 
These come chiefly in ribbed ef- 
fects, either with plain cuffs or 
cuffs decorated with a jacquard 
design in color. 
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GOTHAM 


8 


4 





THE 
ORIGINAL 


& 


POINTED HEEL 


ONYX Pointex 


WHOLESALE 


A 
NEW 
ONYX 
POINTEX 
NUMBER 
—177- 


TO RETAIL AT 


*1.65 


NUMBER! 


PRICE 


$12.25 per dozen 


4 24s: A 


Good Looking—Long Wearing 


Service Sheer—Silk tothe Welt 


A Stocking Whose Price Will Attract— 


A 
NEW 
ONYX 
POINTEX 


Whose Quality Will Hold Your Customers 


a - e a 


In All Colors—Including the Latest for Spring 


Style No. 177—To Retail at *1.65 


In Onyx Pointex—The Original 


9 


Owner of 


FIFTH 


a a 


MANUFACTURERS 


Pointed Heel Patent No. 


AVENUE, 


Pointed 


1,111,658 


NE W 


Heel 


SILK HOSIERY COMPANY, INC. 


YORK 
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The COLOR Trend 


EREWITH are listed the lat- 
/ ] est best selling colors reported 
by various organizations: 


Gotham Silk Hosiery Co. 


Sheer Service 
1. Dust 1. Pawnee 
2. Seasan 2. Seasan 
3. Pawnee 3. Beige 
4. Beige 4. Pecan 
5. Grain 5. Grain 
Cooper, Wells & Co. 
Sheer Service 
1. Honey Beige 1. Honey Beige 
2. White Jade 2. White Jade 


3. Evenglow 3. Evenglow 
Kramer Hosiery Co. 


Sheer Service 





OU Co he 


Dexdale Hosiery Mills 


Sheer Service 
1. Samoa 1. Samoa 
2. Nothing 2. Charme 
3. Maltese 3. Rose Metal 
4. Rose Taupe 4. Berger 
5. Rose Metal 5. Nothing 
Arrowhead Hosiery Mills 
Sheer Service 
i. Champagne 1. French Nude 
2. French Nude 2. Champagne 
3. Grain 3. Grain 
Artcraft Sick Hosiery Mills 
Sheer Service 
1. Will-o’-the 1. Will-o’-the 
Wisp Wisp 
Gunmetal 2. Levant 
Nocturne 3. Gunmetal 
. Levant 4. Vellum 
Dust 5. Chaldee 


Society Maid Hosiery Co. 


Sheer Service 
. Misty Morn . Sandalwood 
. Honey Beige 2. Beige 


. Rifle . Misty Morn 


1 1 
2 2 
3. Sandalwood 3. Kasha Beige 
4 4 
5. Kasha Beige 5. French Nude 


CWS 


A Vheotes Tie-Up 


1. Misty Morn 1. Misty Morn 
2. Honey Beige 2. Rose Nude 
3. Rose Nude 3. Light Gun 
Metal 
Allen-A Co. 
Sheer Service 
1. Shell 1. Shell 
2. White Jade 2. Kasha Beige 
3. Roseper! 3. French Nude 
ORTY-SIX pairs of Gordon 


V-Line hose, supported by as 
many pairs of vari-colored and well 
matched garters, recently formed 
an interesting display in one of the 
windows of Russell, Etheredge & 
Pritchard, Inc., 315 Granby Street, 
Norfolk, Va. The exhibition was 
made in conjunction with the pres- 
entation of “Getting Gertie’s 
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Garter” at the Colonial Theater. 

Every feminine member of the 
cast wore Gordon V-Line hosiery 
and Miss Douglas wore one of the 
pairs of garters on display in the 
window. There was some conjec- 
ture as to the pair she selected and 
around which the plot of the play 
centered. <A large gathering of 
women surrounded the window ex- 


| CONTINUED ON PAGE 158] 
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A 15% DEPARTMENT 


In William Eastwood & Sons Shoe Store, 15 per 
cent of the Total Volume of Business Comes from 
the Hosiery Departments—and Pays the Ren¥ 


REQUENT sales of quality 
hose are the best stimulators 
of stocking business, accord- 

ing to George Trentman, manager 
of the William Eastwood & Sons 
Company store, Rochester, N. Y. 
This store, which probably leads 
all others in Rochester in the sale 
of high grade shoes, boasts one 
of the largest and most success- 
ful hosiery departments in the 
city. Hosiery sales alone com- 
prise about 15 per cent of the 
store’s entire business, pay the 
annual rental of the premises “and 
a very nice profit business,” ac- 
cording to Trentman. 

The hosiery department is lo- 
cated on both sides of the en- 
trance to the store and is divided 
into two sections, one for women’s 
hosiery exclusively and the other 
for men’s and children’s. Three 
women are employed in the de- 
partment. 

While all possible business from 
the shoe department is turned 
over to the hosiery counters, the 
majority of hosiery sales are made 
to men and women who come into 
the store for hosiery only, accord- 
ing to Trentman. 

“The location of the hosiery 
counters close to the entrance of 
the store facilities sales in this de- 
partment immensely,” he said. 
“Men and women, attracted by 
our hosiery displays in the win- 
dow, will come in and buy when 
they see the counters close to the 


entrance, whereas they probably 
wouldn’t take the trouble if they 
had to walk through the store to F 
get their hosiery. 

“We feature hosiery constantly F 
in our window displays and news- 
paper advertisements, but I think 
the best stimulator is frequent 
sales. We find that after dollar 
day, for example, when we feature 
fine hosiery for a dollar a pair, 
sales in this department will con- 
tinue to be brisk for some time 
after the sale has ended. Our dol- 
lar day sales are unusually suc- 
cessful, many of the girls in the 
department running as high as 
$800 each. Every Friday and Sat- 
urday in our advertisements and 
widow displays we feature hosiery 
at special prices and find that this 
pulls considerable business. Fri- 
day and Saturday in a city like 
Rochester are potential bargain 
days and there are hundreds of 
persons who will buy something 
that looks like a bargain on those 
days when they wouldn’t even no- 
tice it on other days in the week. 


66 jw are now assembling a spe- 
cial list of customers who 

buy at our sales and we plan to 
circularize them regularly in ad- 
vance of each sale, thus giving them 
an opportunity to get first choice 
and at the same time encouraging 
them to buy more pairs of hosiery 
“We advertise hosiery about 
three times a week in the news- 
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papers along with our shoes and 
change our windows two or three 
times a week. In addition we 
keep constantly changing the ho- 
siery displays in our cases, always 
trying to make them appear newer 


r 
; 


Eustwood’s 
me n’s and 
children’s 
department 





and more attractive. The major- 
ity of our hosiery sales, of course, 
are in the women’s department, al- 
though we are building up a 
steady and ever increasing busi- 
ness in the men’s department. 
Men, however, are harder to sell, 
since they seem to associate ho- 
siery with neckties and usually 
buy their hose in a haberdashery 
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when they purchase a tie or shirt. 
Our children’s hosiery volume, how- 
ever, is very satisfactory, because 
we are able to sell the mothers on 
the idea of a pair of hose for the 
child after purchasing shoes here. 


eae | 


The women’s 
kosiery 
department 





“We have materially increased 
the sale of buckles, which are 
handled in the hosiery depart- 
ment by paying a commission on 
all sales of these items. Buckles 
are the only items on which we 
pay commissions to employees, our 
method of compensation here be- 
ing straight salary to all our sell- 
ing employees.” 


COD 


“/ ULIUS BERNSTEIN, who has 
J covered the Southeast for the 
Rosenhain Co., manufacturers of 
Rosaine Hosiery, for the last nine 
years, finds that the big increasing 
demand for novelty heels has al- 
ready reached the smaller towns 
throughout the South. Chiffons of 
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fine gage and quality are gaining 
preference over goods bought to 
sell at a price. Whenever they find 
it possible, stores are shifting from 
price to quality merchandise. Light 
shades have already shown their 
strength and will be more popular 
as the season advances. 
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Two Pairs of HOSE to Each 
Pair of SHOES 


Tie . aie a 
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T is a well- 
[x own fact 
that the aver- 
age woman 
spends as many 
dollars for her 
stockings as she 
does for her shoes, therefore, it is 
within the range of possibilities 
for a shoe store to do as many 
dollars in the hosiery department 
as is done in the shoe department. 
Possible but not probable. It is 
probable, however, to sell pair for 
pair of hose to shoes. Many shoe 
stores are shooting at the mark 
of pair for pair as a sales quota, 
with most chain stores demanding 
that this be done and actually 
getting it done. 
In the Phil Halle store in Mem- 
phis, Mrs. Roy Dixon, in charge 


Hosiery and Shoe Store Accessories 


This Department in the of the 

Phil Halle Store, 

phis, has unusual fea- 

tures which account for 
Big Volume 


=a 225-8 
- aa awe! 


hosiery 
department, is 
selling more than 
two pairs of hose 
to every pair of 
shoes sold. This 
is an exception- 
ally high average. There are sev- 
eral reasons for this good record 
in addition to the high merchan- 
dising and sales ability of the 
young lady in charge. Since in- 
stalling the showcase shown in the 
picture stocking sales have in- 
creased four times over what they 
were when they were sold from 
the ordinary boxes. Shoe sales- 
men do their part in suggesting 
stockings when making shoe sales, 
and for this they are paid a bonus 
of 3 per cent on what their cus- 
tomers purchase. 


Mem- 
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The _ hosiery 
sales girls are 
stimulated into 
selling three 
pairs at once by 
an extra commis- 
sion for all box 
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An unusual 
P A feature not ordi- 
' fe  narily found in 


shoe stores or 
departments, is 
the room set 
<2 7 laa apart for the 


"Wee y 





sales. A special 
price on three- 
pair purchases is given customers. 
Only one make of stockings is car- 
ried—the I. Miller brand—as the 
Henry D. Wexner, Inc., leasers of 
the shoe department, handle only 
I. Miller shoes. 


changing of 
hose. This room 
does not show in the picture, as it 
is to the immediate left of the 
case. A surprisingly large num- 
ber of customers voice their ap- 
preciation of this innovation, es- 
pecially on wet, or real hot days. 


The Por fect Fallow-U p 


6 HEN the customer says 
(0) v1 take ’em,’ we_ step 
right to the hosiery counter 
for the right hose to go with the 
shoes just bought. Then going 
back to the customer with one hand 
in the hose and fingers extended so 
that the texture may be seen, we 
vis‘ bly demonstrate that we havo 
something necessary for her per- 
sonal adornment. In this way a 
sale is made in the shortest pos- 
sible time.” 

In explaining the reasons for this 
procedure, Manager B. B. Thrift of 
Herbert’s, Greensboro, N. C., con- 
tinued as follows, “‘As we have a 
hose girl only on Saturdays, I find 
that we can sell a customer quicker 
by taking the stockings to her, 
rather than by asking her to come 
to the case. After she decides on 
the shoe, we don’t ask her if she 
wants hose, but get them first. This 
surprise attack precludes the often 
negative answer that a customer 
may have a chance to think about 
if she is asked to arise, walk to a 
showcase and wait to be served. 
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“Placing our hands in the stock- 
ings saves many a pair from being 
ruined by careless customers. The 
boys are all cautioned to keep their 
nails in good condition so they will 
not tear the sheer chiffons. Th’s 
way of presenting the merchandise 
also gives the customer a good idea 
of how the hose will look when 
worn. When we sell colored shoes, 
care is taken to have an exact 
match, but with black shoes, any 
of the popular shades will do to 
first arouse the interest. 

“By selling three pairs of $1.39 
hose for $4.00 tends to keep the 
hose sales up to the average of two 
pairs of hose to each pair of shoes 
sold. 

“If a perfect match of colored 
shoes and hose is shown in the win- 
dows in one unit, more favorable 
comment will be made and more 
combinations of shoes and stockings 
sold than if the shoes and hose are 
displayed separately. By being 
shown in conjunction with one an- 
other, the harmonizing effect will 
be impressed on the customer,” 














Left—Two new de- 
signs in men’s 
sport hose, a chev- 
ron and horizontal 
stripe, from Alex 

Lee Wallou 











Right — Jacquard 
patterns in wom- 
en’s lisle sport hose 
for summer, from 


H. Jacquin & Co. 


*, Oe 4S DW 





Below — Rayon and 
lisle jacquard woven 
imported half hose 
in pebbled design 
and wide variety of 
color combinations. 
Courtesy of Alex 
Lee Wallou 


Below—A new hori- 
zontal striped and 
clocked full  fash- 
ioned half hose. Im- 
ported by Alex Lee 
Wallou in a_ wide 
range of colors 









































Above — Phoenix 
Hosiery Company’s 
new College sock, in 
rayon and lisle. It 
comes in authentic 
college colors 


+ AGRE Cap ERIS fis 8 Bones. 
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At right—The high 
grade mesh hose as 
presented by Mock 
& Judson. Below— 
A close up view of 
Moonsheen’s new 
“Vendome” heel 
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IFTY years ago we started knitting IRON CLAD Seamless 

Hosiery in St. Joseph, Michigan. Styles have changed, 
bringing a demand for Full Fashioned IRON CLAD Hosiery. 
To accommodate this demand and to assure the same high 
standard for which IRON CLADS have always been noted, we 
have built a new Full Fashioned mill at Decatur, Alabama. 





Mr. J. O. Wells, President of Cooper, Wells & Company, made 
a long and careful study of all the possible locations before 
selecting the site for this new Full Fashioned mill. Decatur, 
Alabama, was finally decided upon for a number of outstanding 
reasons. It will be remembered that is where we built our Seam- 
less Hosiery mill in 1923. 


Decatur affords the highest grade of native white labor who 
are quickly trained to produce quality hosiery, and who are 
faithful and loyal to their work. It is situated only thirty 
miles from the Wilson Dam at Muscle Shoals, which guarantees 





an abundance of electric power at very low rates to run our mills 
during all seasons of the year. 








Hi 
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Both the Southern and the Louisville & Nashville Railroads 
pass thru Decatur, and the latter maintains excellent freight and 
express schedules to our headquarters plant at St. Joseph, 


Re Michigan. 
Yor 


This new fireproof mill, which is modern in the last detail, is 


iiiatia 


constructed of steel and brick. It has a frontage of 140 feet 
and a depth of 100 feet, with provisions for expansion. 


Ice water which is provided by Frigidaire equipment is piped to 
drinking fountains located at several advantageous points. The 
white asbestos tile roof of saw tooth construction assures an 


abundance of ventilation and light. 





; Thirteen Karl Lieberknecht twenty section machines are now in 
f | operation, and seventeen more are being installed as rapidly as 
| . delivered. The floor space allows for forty-two machines, and 
the mill in full operation will produce ten thousand dozen 
1 monthly. The mill is completely equipped with the most 





modern knitter benches, topping tables, seaming and looping 


ess tables. Everything known in modern factory construction for 
ed, ; the safety and convenience of the employees has been installed 
ry. so the efficiency of this new mill has been very high from the 
gh very first day it was put in operation. 

we ; 


With this wonderful new mill we are better equipped than ever 


before to serve you with Full Fashioned IRON CLADS. 





le ; 

re Cooper, Wells & Co., 350 Broad St., St. Joseph, Mich. 
Manufacturers of Full Fashioned and Seamless Hosiery at 

r, St. Joseph, Michigan and Decatur, Alabama 

$4 
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If you went into the silk mar. 
ket and, regardless of price, 
bought the very best grade for 
hosiery—you would get “Japan 
[o4| Grand Double Extra Special.” 


That is what we always use in 
Emmeth Hosiery. 


No wonder its reputation for 
durable wear is spreading 
daily! No wonder it has a 
bright, clear lustre and sleek 
appearance which sets it apart 
in all comparisons. 


Full fashioned—42 gauge and 
finer. Our own exclusive im- 
portations. Prices — from 


$12.50 to $42.00 per doz. 


Emmeth Textiles, Inc. 
1208-1216 Race St. Philadelphia 


New York Office Chicago Office 
303 Fifth Ave. 300 W. Adams St. Bldg. 
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130,000 


PAIRS 


Sold 
by 


MAIL 


Colored Poster 
and Small 
Order Blank 
Did the Trick 


ELLING close to 30,000 pairs 
Se stockings by mail in one 
week is no small accomplish- 
ment. Price had a lot to do with 
it, of course, but aside from that, 


the manner in which this sale was 





were mentioned on this _ poster. 
Only telephone or mail orders were 
filled during the week of March 26, 
although customers could see a 
color card in the store’s hosiery 
department. To facilitate mail 





conducted by Saks & 
Company’s 34th Street 
store, New York, is de- 
cidedly interesting. The 
two-color mail poster, 
reproduced in miniature 
above, was sent out to See 


34 oreert 


New York 


Gentlemen 


Street 


SARS & COMPANY 


Please send to__ 


___pairs of hosiery as sdvertised at 1.35 « pair 
colors and numbers of pairs as indicated below 


orders, the order blank, 
4’, by 7 inches in size, 
Qee——— 
cov —- reproduced here, was 
inclosed with the sale 
announcement poster. 
o After all mail and 
—— phone orders were 


Please Check 





8% 





all charge customers of 
the store during the 
week of March 19. The 
poster was 16% by 
20% inches in size, 
light green on the top 
half and coral pink on 
the lower half. All the 


Kasha Boge (Rowe Boge 











toe hod filled, the remainder of 
— the hosiery was put on 
sale in the hosiery de- 
partment and adver- 
tised in the news- 
papers. The bulk of the 
hosiery, however, was 

















details of the sale 


Telephone LACkawanna 7000 





sold by mail. 
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"EVERWEAR— EVERYWHERE" 








A Profit Alliance - 


Everwear and Modern Shoes | 


HEN you place that recent lot of —* 
advance, modern shoe styles on B tesql 


a cross 
® whic 
originated hose in styles and colors that : yee 

® SKIr 
form the perfect background for those B pose 
5 visil 
» forn 
time shoe styles are created. wer" 


your shelves, remember—Everwear has 


very styles. Such styling is done at the 


y 
Sixt 
complete Everwear hosiery department put 
for 
eacl 
give that investment a large measure of p laur 


: : on i 
protection. Greater customer satisfac- | 309 


By allying your shoe investment with a 


for women, children and men you thus 


tion is assured. Sula 


THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Women, Men and Children. 


Milwaukee Wisconsin 


Everwear Hosiery 
always comes in 
black and _ white 
checkered boxes. 
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© on a new pair. 


THIS 


AND 
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IDEAS CULLED FROM HERE AND THERE | 











N introducing their new Haf- 
Heel to the consumer trade in 
New York, the Kayser Fifth Ave- 
nue store employed a cardboard cut- 
out of a dancing figure in a gro- 
tesque and medernistic pose, with 
crossed arms above the head, from 
which were suspended vertically the 
letters spelling out Haf-Heel. The 
skirt was extremely short and the 
= pose rendered the hosiery distinctly 
| visible. The figure, letters and plat- 
© form upon which the figure stood 
were done in silver, gold and red. 
* %* * 

Your Own Hosiery Store, 112 E. 
Sixth Street, St. Paul, Minn., has 
| put in a trade-in plant as a method 
» for saving money for clients. For 
» each pair of old silk hose brought in 
laundered the store gives 25 cents 
For example: The 
309 full-fashioned silk chiffon, reg- 
ular $1.95, are priced at $1.49, 
which with a trade-in sell at $1.24. 


Tyler and Marshall, two East 
Texas towns of some 20,000 each, 
recently staged a 
hosiery style show 
which put the lines 
they are featuring 
on the map. Th? 
Maxine Shop at 
Tyler, and Leon’s 
Shoe Store at Mar- 
shall recently add- 
ed the Baker-Moise 
Company “Van- 
ette” hosiery lines 
to their stocks. The 


— 
ein, ' 
ue 


ry 


~-Sjlion + 


manufacturing company sent a 
special model to these cities to aid 
in the style shows. The event was 
advertised in the local papers, and 
when “Miss Vanette” drove aroun: 
the “squares” of these cities in her 
gay-colored coupé she caused traffic 
jams. The company had a repre- 
sentative along who gave the women 
of the cities what information they 
desired about the new lines. 
x * x 

By leaving the price tickets off 
of his window hose displays, J. S. 
Thompson of the Kinney store, 
Durham, N. C., doubled his hose 
sales, that is, the sales from those 
customers who came in off the 
street just to buy stockings. Nu- 
merous ways have been tried to 
interest passersby but none has 
been as successful as the one men- 
tioned. Possibly this is due to the 
fact that his store is located 
right where hundreds of tobacco 
factory workers pass each day, and 
also to his very prominent full 
length displays of stockings right 
in the front of the 
large island show- 
case. The rules of 
the game call for 
price ticketing all 
articles displayed 
and ninety-nine 
times out of a hun- 
dred this is abso- 
lutely correct. But 
here seems to be 
the one exception 
to the rules. 
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No. 60— All Silk Chiffon . . $15 doz: 5 oa 
No. 80—Med. W1. Silk to Welt $13 dos. 


aE 






© MILLER HOstERy COMPANY, INC. 
Zo $30 FIFTH AVENUE, SN. Y. 
x. COMPLETE STOCK ALSO CARRIED AT 
SAN FRANCISCO — 51 FREMONT ST. Osun 
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News 0 the MARKET 


This month marks the fiftieth 
aniversary of the establishment 
of Cooper, Wells & Co. of St. 
Joseph, Mich. From a small mill 
built on the shores of Lake Michi- 
gan in 1878, this firm has grown 
to a nationaliy known institution 
comprising three mills, one of 
which is a new full fashioned plant 
at Decatur, Ala., having a distribu- 
tion that covers practically all of 
the United States. 


A. J. Palica took over the man- 
agement of the Chicago sales office 
and branch of the Allen-A Co. on 
April 1. Mr. Palica has been con- 
nected with the Allen-A Co. for a 
number of years, originally in the 
capacity of advertising manager 
and later as district sales manager. 


Late in February, the Paterson- 
Mutual Hosiery Mills staged a style 
show devoted exclusively to the ex- 
ploiting of ““Ruby Ring” hosiery in 
the Edgewater Beach Hotel, Chi- 
cago, before an audience of 12,000 
Chicago women. 


E. B. Sharp, 
sole selling 
agent for the 
Conrad Hosiery 
Mills, Clifton, 
N. J., has incor- 
porated his busi- 
ness and has 
taken in his son, 
E. C. Sharp, as 
treasurer and 
vice-president of 


wife. 





Hosiery and Shoe Store Accessories 


When Hosiery comes in, I - 
take it home that night and ; 
carefully read it over with my | 
Then the next morning — 
we have a store hosiery sales - 
meeting based on the many — 
good sales-building ideas that © . 
Hosiery is filled with. , | 

B. B. THRIFT. 
Herbert’s Shoe Store, — 
Greensboro, N. C. | 


the company. An addition to the 
Conrad mill is being made that will 
considerably augment production. 
A line of 51 gauge machines will 
be installed. 


The Knitting Arts Exposition 
will be held April 16 to 20 at the 
Commercial Museum, Philadelphia, 
in connection with the annual con- 
vention of the National Association 
of Hosiery and Underwear Manu- 
facturers. 


W. H. Price of Columbus, Ohio, 
is now representing Cooper, Wells 
& Co., hosiery manufacturers, with 
main offices at St. Joseph, Mich., in 
the State of Ohio. It will be re- 
membered that O. J. Brooks 
sold Iron Clad Hosiery in that ter- 
ritory for a great number of years, 
almost up until the time of his 
death in December of last year. 


A popular addition to the Allen-A 
hosiery line is an all-silk service 
sheer hose with 
the Allen-A Heel 
which retails 
for $1. It is 
made of pure 
silk from top to 
toe. The new 
Allen-A Heel, 
which tapers to 
point above 
the slipper, 
gives unusual 
grace and slen- 
derness to the 
ankle. This 


[CONTINUED ON PAGE 156] 








K—T—C Style Silk 


Hosiery Program 
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No. 901—Picot top, all-silk pure 
dye narrow Jacquard clox, $22.50 
per dozen. 


No. 902—Picot top, all-silk pure 
dye wide mesh Jaequard = clox, 
$22.50 per dozen. 


No. 905—Picot top, all-silk, pure 
dye, medium width Jacquard clox, 
$22.50 per dozen 


No. 904—Picot top, all-silk, Dia 
mond Mesh for Afternoon Bri lge 
and Country Club wear-——$30.00 
per dozen. 


No. 990—Picot top, all-silk, Paris 
Jacquard Mesh, $30.00 per dozen 





Super Quality 


No. 991—Picot top. all-silk, Paris 
Jacquard Mesh, with clox, $30.00 
per dozen—Super Quality 


No. 912—tThree thread 4S gauge, 
Ingrain Silk Stocking, with Fleur 
de Lys Heel. Price $32.50 per 
dozen. 
Not a Novelty — Rather a The Diamond Selvag 
Great Refinement to a Chiffon The Stream Line M 
Silk Stocking. 1928 


The Fleur de Lys Heel 


i SS-See Tee? ow No. 910—Price 
dozen. a ile dozen. 


All the latest Parisian Shades. All the Latest Parisian Shades 


KRUEGER -TOBIN CO., Inc. 
15 EAST 30th ST., NEW YORK 


“Style Originators and Sports Hose Creators” 
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GOLD MAID 
STEEPLE HEELS 


The most popular 
slenderizing heel in 
America. 


They’re chiffon—exquisite—sheer—clear, pure silk thread, 45 gauge, 
all silk from toe tip to top, with silk plaited sole) AUTHENTIC 
SPRING SHADES—with self color heels. The “STEEPLE HEEL” 
feature is recognized as a most important selling appeal in the full 
fashioned hosiery field. 


No. B50—$15.00 Dozen To Retail at $1.95 


Samples and color card on request. 


GOLD MAID HOSIERY 


Sole Distributors 


319 W. Jackson Blvd. CHICAGO, ILL. 
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Demand is 


MESH! 
MESH! 
MESH! 


Phantasy is 


MESH! 
MESH! 





MESH! | __ 


And a mesh of a 
super-fine quality— 
knitted on a fine 
gavge tull-fashioned 
‘acquard machine— 
knitted to grace the 
limb, giving the ap- 
pearance of a deli- 
cate chiffon hose— 
yet possessing the 
strength and dur- 
ability of a service 
weight hose! 


For Immediate De- 

livery in a good 
range of new 
shades. 
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News o’ the Market 


[CONTINUED FROM PAGE 153] 


hose is Style 3605 and is available 
in all the new colors. 


The outlook for white hosiery js 
according to §$ — 


Silverman of the Arcey Co., who , 
» ber W 
} Comp 
» marke 
heels, he reports, when they are not FF 
} usual 


very promising, 
has just returned from a trip 
through the Middle West. Novelty 


too “crazy,” are going well. Pro- 
duction of the company’s Peerpoint 
heel hosiery is at capacity. 


The Crystal Fixture Company, 
Chicago, is producing this new 
hosiery display fixture with a re- 
movable frame in which a price 
card can be inserted, making the 
showing of prices possible without 
detracting from the dignity of the 
display. The fixture is adjustable 


from 12 to 21 inches in height and 
comes in polychrome finish with 
hand wrought ornamentations. 
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The Brown Durrell Company has 
brought out a new number in their 
Gordon line designed for active 
sports wear. It is a sem{i-sheer 
stocking with shadow clock and 
I square heel. The company also has 
brought out a new 31 inch sheer 
silk hose and a sheer silk with picot 


) top. 


rket 


53] 






"ailable 







ery is 
to §. 
. Who & The new two thread ingrain num- 
| ber which the Holyoke Silk Hosiery 
' Company expects to put on the 
ovelty ' market soon will be designated by 
re not & five stars in the hem instead of the 
Pro- & usual gage number. 
point & 









trip 






















The Finery Silk Stocking Com- 
' pany is now marketing its new 
pointed heel hosiery made under the 
license granted by the Gotham Silk 
' Hosiery Company. The Oakbrook 
Hosiery Mills, Inc., have also ob- 
tained a license to produce pointed 
heels and is preparing to produce 
' them in medium service and all silk 
chiffon weight stockings. 


any, 
new 
- re- 
rice 
the 
10ut 
the 
thle 






James 8S. Craig, for several years 
Middle West salesman for Pelgram 
& Meyer, well known silk goods 
manufacturers, has resigned and is 
now with the Dexdale Hosiery 
Mills. 











Metropole Hosiery Mills, Inc., 





with lace panel extending the full 






comes in six colors: rose, taupe, 
skin, French nude, tea rose and 
Lido nude, as well as in black. 













“Runabout” sox, patterned after 





of plaited rayon, are being offered 
by Herbert Hosiery Mill. 
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have introduced a chiffon stocking | 





length at the front of the hose. It | 


skating sox for misses, and made | 









Newest 
Self Color 
DELITE HEEL 


































The Exquisite New 
Heel Design 
$15.00 


An AIll-Silk Sheer Chiffon 
In All the Newest Colors 
Immediate Deliveries 


Manufactured by and licensed to 
Oscar Nebel Co., Hatboro, Pa., 
under patent No. 1,111,658 


ROSENHAIN CO., Inc. 
220 Fifth Ave., New York 


(?osaine Hosiery 
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You Are Safe 

When You Buy 

“AS YOU LIKE IT” 
Pointed Heels 


HOSIERY 


"AS YOU 
LIKE IT” 


FULL FASHIONED 


a, 
infor Hee 3 


1,111,658) 


$12.50 


Medium sheer weight, 4-inch lisle 
welt, 42-gauge with pointed heel. 


$14.50 


welt, 


(Manufactured under Patent No. 


Service weight, 4-inch lisle 
42-gauge with pointed heel. 


- 

$14.50 

Chiffon, silk to the 42-gauge, 
with pointed heel. 

(Terms: 2/10 or Net 


top, 
30). 


Write our nearest branch for samples. 


J. R. BEATON CO., Ine. 
468 Fourth Ave., New York 


CHICAGO BOSTON 
227 W. Jackson Blvd. 99 Chauncy Street 
ATLANTA SEATTLE 
246 Peachtree Arcade Terminal Sales Bldg. 
SAN FRANCISCO 
133 Kearny Street 








| were brighter. 
| chains in far away cities looked at 


A Theatre Tie-Up 
| CONTINUED FROM PAGE 139] 


pressing opinions as to the hosier 
and garters they would select wer 
they in Miss Douglas’ place. 

The actress appeared in person 
the Russell, Etheredge & Pritchar 
hosiery counter and presented 5 
tickets to “Getting Gertie’s Garter 
to as many specially  selecte 
patrons. 


Plugging Socks 


“*SfUST why is it that one she 


store can sell a whale of a lc 


of men a hose and in the store nex: 
door or across the street, it doesn’ 
even pay to carry socks?” was ; 
question put to a man who is inter 
ested in selling stockings. This 


chap had just made the assertion 
of six men’s chain sho 


that out 
stores, recently visited in a mid. 
western city, it was the regular 
thing for each store to sell mor 
pairs of socks annually, than pair: 
of shoes. This is also true of these 
types of stores everywhere else 
Against this record, a check up of 


| six privately owned stores in the 


same town, revealed only two wer 


| carrying men’s stockings, and ther 


only in a very limited way. 

The salesmen in the $3.50 to $5.0 
chain stores were no smarter thar 
those in the family stores selling 


| shoes from $6.00 to $12.00, but it 


was plainly evident that the bosses 
These heads of the 


their store’s daily reports. If each 
sale wasn’t “decorated” with a hos 
sale there would be a new man- 
ager. However, chain store sales- 
men are properly coached in the 
easy and correct way of selling 
several pairs of socks with each 
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3 pair of shoes. 
} receive a bonus on every pair sold, 
Sso why shouldn’t they plug socks? 
the | 


Furthermore, they 


In the family shoe store, 
salesmen have long since found out 
how easy they could alibi a lost 
hosiery sale and how 


Then, 


_ it was not made financially inter- 


‘® pay for the rent. 

‘B to be wholly missed with the 
" shoe merchant because the latter 
) always thinks “My store and trade 
Sis different.” 
| simply a case of where the chain 
) store boys have a whip over them 

and the others go as they please. | 


2Ition 
shoe 
mid- 


cular 
more 


pairs 
these 

else 
up of 


esting for him either. 

So, when sifted down, it seems 
simply a case of where keen minded 
chain operators are awake to the 


fact that the extra profits accruing | 
"from stocking sales would almost 
This point seems | 


family 


But it isn’t. 





New Bow-Knot 
Buckle 


This beautiful new bow super- 
imposed in three combinations. 
Gold on bronze. 
Silver on platinoid. 
Platinoid. 


L. ALTERSON & CO. 


Creators of Shoe Ornaments and 
Buckles 








54 W. 21st St., New York, N. Y. 
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seldom the | 
= owner would jack them up for not 
» making more hosiery sales. 


It is | 


ARCEY i nt 


“@PeerP "HEEL 


PEERPOINT is designed 
with a delicacy and grace 
that makes the ankle appear 
slim and trim at all times. 
PEERPOINT heel is a fea- 
ture of a very fine gauge 
FULL FASHIONED 
ALL SILK CHIFFON 
STOCKING, self colored 
heel. 

THESE are the reasons 
why America’s best stores 
accept it as the outstanding 
heel of the day. 


$15.00 PER DOZ. 


in all colors 
RETAIL AT $1.95 


Write for particulars 


ARCEY COMPANY, Inc. 


267 Fifth Avenue New York City 
“Trade Mark Reg. Pat. 73714 
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This is the years for nets 
All silk net hose 
$15.50. per dozen 

Colors: Honey Beige, .Fortene; Toquet; 


Pekin. Tan, .Acrial; “Nude, Dust, - Rosé 
Taupe; Rose Beige; French Nude, Black 


A 
Deli ene 
5 wecks SRD SS eel 
CREATION 
ELLIOTT HOSIERY CO. 
INCORPORATED 


258 Fifth Ave, Néw York 





